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FLASHLIGHTS 


fy BATTERIES 
Repeat Orders 


Have your dealers push the line that will get YOU 
the most repeat orders — EVEREADY Flashlights 
and Batteries. The line they can sell the easiest and 
on which they can make big profits. 


Easy to sell— 
Small investment— 
Liberal profit— 
Quick turnover— 


Renewal Battery feature brings repeat 
sales and sells other goods— 


Push this line NOW and help your dealers make 


money and increase your own sales. If you want 
detailed data ask your sales manager. 


NATIONAL CARBON COMPANY, INc. 


LONG ISLAND CITY, NEW YORK 
ATLANTA CLEVELAND CHICAGO KANSAS CITY SAN FRANCISCO 


Canadian National Carbon Co., Limited, Toronto 
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CAN YOU DO THE SAME? 


SAM SMITH operates a well known Electrical 

Contracting business in the east. One day 
he decided to hunt for “leaks,” His profits were 
not so prominent as they had been. Sam's 
formula for cutting costs called for increased 
expenditures as the initial move. Every one 
around the place tapped their heads knowingly 
and decided that the “boss” had gone wild. 
Even the Jobber 's Salesman threw up his hands 
in dismay. for here surely was a new type of 
buyer 








































But Sam never hesitated. He is a shrewd busi- 
ness man, not easily lead by theories but a firm 
believer in the “‘power of analysis Did he in- 
crease his profits and reduce his costs? Did he 
find the secret of ‘good business practice’ which 
many commercial men overlook? Did he un- 
consciously ‘“‘set the pace” for others in the 
Electrical Industry to follow? That's for you 
todecide. Read this new and interesting book 


PIGS & PORCELAIN 


It will tell you the whole story in real every day man 
fashion. It’s sketchy and humorous in a way but 
in substance has value for all who read it. 
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We will be glad to mail a copy of this to any Con- 
tractor-Dealer, Executive Jobber, Jobbers’ Salesman, 
Engineer, Electrician or in fact any one interested in § 
the Electrical Industry 










THE BOOK IS FREE—BUT THE EDITION LIMITED 
We suggest that’ you mail the attached coupon 
immediately to insure getting your copy 
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THE R. THOMAS & SONS CO., East Liverpool, Ohio 


You may mail me a copy of “Pigs & Porcelain.” 






































April, 1922 








THE JOBBER’S fA] SALESMAN 














A Message to Jobbers’ Salesmen 








What Are You Going to Do About It? 


HE readers of any trade paper 
have a certain responsibility to the 
publisher, due to the service ren- 

dered to the industry in which the pub- 
lisher operates. 

No publisher can expect to stay in 
business very long un- 
less he really serves his 
industry and has 
builded on a_ firm 
foundation of honesty 
and fairness. 

He must watch his 
reading as well as his 
advertising columns to 
see that there are 
no misrepresentations 
and no conflicting 
statements. 

The readers are the 
gainers by such action. 
They are assured that every article and 
every item is printed for its interest and 
news value, or as a helpful suggestion 
for the average reader. 

In the same manner the readers are 
assured that the products advertised are 
made by companies that bear a good 
lusiness reputation and will be found 
evactly as advertised. 

Whenever an article, an item, a prod- 
net or a company does not meet these 

‘ivements publication must be re- 
fused as a protection to the readers. 





‘The most lucrative form of advertis- 
x is a detriment if it is based on un- 
truth. For this reason the publisher of 
THE JOBBER’S SALESMAN, in common 
with other reputable publishers, adopted 
at the outset a policy of refusing con- 
tracts for questionable 
advertising, no matter 
if they might appear 
remunerative for the 
time being. 

It is our guarantee 

vour protection. 

What are you going 
to do about it? Are 
vou going to meet the 
publisher on a 50-50 
basis? Are you going 
to be what is termed in 
evervday parlance as 
“good sports” ¢ 

“Turn about is fair play.” The pub- 
lisher takes the responsibility of protect- 
ing the readers, and they can reciprocate 
by protecting the publisher. 

If you write a letter to an advertiser, 
tell him: “We saw the advertisement 
in THE JOBBER’s SALESMAN.” 

You can assure the publisher that he 
is functioning properly if you will write 
him when you read an article of excep- 
tional benefit to yourself or when you 
place an order that was started by an 
advertisement in this paper. 
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TRUSS STRAND 
HEATER- 
GIVES OUT MORE HEAT 
GIVES LONG LIFE 


Solid Muminum- Satin finish 


TOLEDO 


Distributors 








“Well displayed is half sold.” 
See that your dealers display 
Calorie Grills prominently in 
this attractive counter and win- 
dow display stand. 


A $4.00 SALE 


that brings $5.00 in return, helps to 


[Sell’Em 


Here’s how. Have your dealers display 
Standard Calorie Grills prominently in their 
windows and on counters, using the at- 
tractive display stand which we provide. 








‘Each purchaser of a Calorie Grill is given 


a certificate which entitles him or her to a 
credit of five dollars on the purchase of any 
model or models of Standard electric stoves 
or ranges to the selling price value of $100 
or more. The jobber then credits the dealer 
with five dollars and we credit his jobber 
for a like amount. It means more sales and 
that’s what you're after. 

The Calorie Grill, made of solid aluminum, 
with satin finish and double truss-strand 
heating coil, is the best price value on the 


‘market. The double truss-strand electric 


heating coil is a positive and substantial im- 
provement over the single-strand coils com- 
monly used. It provides double the radia- 
tion surface and the life of the coil depends 
on the amount of radiation used. 

Why not write for a sample of this much- 
talked-about, double truss-strand wire and 
full details of our credit certificate merchan- 
dising plan? No obligation at all on your 
part. “Confessions of a Married Woman” 
will interest you. . 
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A Clipping and a Wild Idea 


Illustrating How a Jobber’s Salesman Seized an Opening to Land a Big 
Order for Vacuum Cleaners From a Dealer 


By ROI B. WOOLLEY 





in your piano if it doesn’t sound right. 
The Piano Tuner. 





What Do You Get Out of Your Piano? 


N the “Lost and Found” column of the Maywood, Illinois, ““New 
Era” appears this advertisement: 


FOUND— in pianos I have tuned and cleaned: Pencils, toothpicks, matches, 
hairpins, collar buttons, safety pins, live mice and mice nests, moths, love letters, 
gum, scraps of paper, books, sheet music, pennies, nickels, dimes, jewelry, neck- 
ties, dust cloths, baby shoes, phonograph needles, bric-a-brac, tiddledewinks, 
stockings, a prayer book, a yardstick, and plenty of dust. I may find the same 
Have it tuned and cleaned by HAINES, 


What has become of the old-fashioned housecleaning day when 
pianos, vases, and umbrella stands yielded up their secrets? 








tive of a certain large jobbing house, who, rumor 

has it, recently bumped off a very fine order for 
electric vacuum cleaners in one of the towns down in his 
territory. ’ 

He smiled when I approached him for the story of the 
sale. “Really,” said he, “there isn’t anything to it. 
There was no special] ‘stunt’ or the like put over to win 
this order; it was just plain selling. But if you want 
the ‘low-down’ of it you’re welcome.” 

* * * 


Sire days ago I interviewed the sales representa- 


As you know our firm some time ago took certain of 
the go-getters and turned ’em loose on household appli- 
ances. Since I have always had a leaning that way— 
I’d rather push merchandise than materials and supplies 
and since I had taken a tumble to myself and really 
made an effort to brush up on my knowledge of house- 
hold labor-savers, the boss sent me out now and then on 
special stuff . . . you know, orders that had-some possi- 








bilities to them, in which we might really do some creative 
and development work. I liked this sort of promotional 
selling. It was easy for me to knock over orders for 
cleaners when | was up against a bird who spent most 
of his time as a supply salesman. The competitors 
from the manufacturer and from specialty distributers 
were harder nuts to crack. 

I suppose I ought to tell you here that I think every 
fellow selling cleaners, for example, ought to know what 
he’s talking about. I learned a lot from my wife and 
neighbors and from the factory from which we buy. 
It was this knowledge, coupled with real liking for 
working out merchandising plans and schemes for the 
retailer that put me up among the quota kids. 

Well, one day one of our men reported that a certain 
dealer in a live little burg in my territory planned to 
put on an electric cleaner campaign. We understood 
that it was to be one of those co-operative affairs, where 
a lot-of dealers get together, and, backed by the lighting 
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company, feature a certain make of cleaner for a certain 
period of time. 

Our books showed that we had never sold anybody in 
this town much of anything in cleaners. The “key” dealer, 
it seems, was head of the local electrical league, promi- 
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A Piano Is a Regular Household Bank for Germ-Laden Dust, 
Filth and Foreign Matter. 


nent in civic affairs and one of those typical small town 
“mixers.” And he was some hard bird to catch in our 
sales net. 

It was quite evident after we got into the proposition 
that to secure any sort of an order we would first have 
to ‘“‘sell” this dealer. I should mention that whichever 
cleaner he selected, as chairman of the committee in 
charge of the campaign, would be the one pushed by 
practically all the electrical dealers and by the lighting 
company during the campaign. Naturally I wanted this 
order about as much as a man wants the sight of his right 
eve. 

Before | saw him I immediately got our office in touch 
with the manufacturer of the cleaner we were handling, 
to see about special campaign advertising material. The 
manufacturer agreed to prepare the necessary advertis- 
ing, supply cuts, ete., and if the business ran above a 
certain amount, offered even more liberal inducements. 
We ourselves stood ready to go a little out of the way 
if we could get them all in line. So far as I know, our 
competitors also agreed to go as far—and some of them 
even went farther. 

On my way down I had turned over in my mind all 
of the possible ways in which I thought we could ap- 
proach this obstinate dealer. I knew he had a reputa- 
tion as a “mixer” in public and as a “crab” in private. 
Our other man in the territory knew little about him ex- 
cept that he was difficult to approach, and was not very 
well acquainted with cleaners, although he had tried to 
sell several different makes without a great deal of suc- 
cess. 

It didn’t take me long after we arrived to get the story 
I learned that in addition to selling 
a general line of electric household labor-savers, some 
of which he had but recently stocked, he dealt also in 
Furthermore, | 


of his business life. 


phonographs and musical instruments. 
found that music was his hobby. He left the running of 
the electrical end of the business to his son, while he 
dabbled with pianos and the like. I learned that for 20 


years he had been a music dealer in his city and had 
added the electrical line at the suggestion of his son. It 
was more a matter of politics and influence that made 
him head of the electrical dealers than his knowledge of 
the business. 

As we left the train, me still mulling over in my mind 
various courses of action that would line up our dealer 
friend, I stopped at the news stand, and without thinking 
much about it, bought a copy of Collier’s. Weekly. Later 
as we rolled up to the hotel in the bus, I was idly turning 
the pages when my eye struck the heading on an editorial. 


At the time I gave little thought to it, but later when 
I had snooped around and learned that our prospect was 
a music “nut,” I suddenly got the inspiration—I again 
sought out the editorial, clipped it and filed it in my note 
book. 

I had never seen a vacuum cleaner used on a piano, 
but I had heard somewhere that it was a fine thing to 
get the dirt and dust out of a piano, which few people 
realize becomes a regular household bank for germ-laden 
dust, filth and foreign matter. When we went to see him 
I had half-formed a plan of action. 

After some effort we finally got an audience with the 
old man and the son. The old gentleman was decidedly 
“chilly,” and the son but littke warmer. Nevertheless, 
we presented our case, although it was plain to me that 
we were up against a losing proposition. 

As.my fellow worker was about to give up, I turned 
to the old gentleman and said: ‘‘Nice line of pianos you 
have there.” He agreed and I saw a gleam of interest 
in his eye. With that I managed for the moment to turn 
the subject away from the proposed cleaner campaign 
on to the question of music. It wasn’t long before we 

(Contiuued on page 60) 





When We Stated Our Case the Old Gentleman Was Chill; 
and the Son But Little Warmer. 
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What and Why Is a Jobber? 


As Purchasing Agent for His Numerous Customers, the Jobber Renders a 


Distinct and Essential Service to the Trade 





Jobber Functions Must Be Sold to the Trade 


NE of the most peculiar characteristics of human nature is that 
() we seldom want to give credit where credit is due. The results 
of the world war illustrate that fact pretty well. And there 

are many other illustrations, some of them even in business. 

For instance, does the jobber or his salesmen get a great deal of 
credit for advising, counselling and helping customers day after day / 
You can’t ask the dealer, the contractor and the plant manager for 
credit or gratitude—you don’t want that. But you do want them to 
recognize and appreciate the value of jobber service, especially when 
they might be influenced by competition based wholly on price con- 
siderations. ‘Then is the time to talk jobber service. It isn’t neces- 
sary to go at them hammer and tongs, but by attitude, by actions and 
by inference your customers can be taught what the jobber stands for 
and what his value is to the industry. 

To give salesmen.a better understanding of how the jobber func- 
tions, ‘THE JOBBER’s SALESMAN will publish a number of articles, of 
which this is the first, dealing with the purchasing, engineering, ware- 
housing, financing and other services rendered by the jobber. These 
articles are designed to fortify the salesmen against unfair competi- 
tion, as well as assist them in gaining from the trade a better appre- 












ciation of the value of jobber service. i 








OT many years ago Henry L. Doherty wanted to 
N impress the city of Denver with the value of elec- 

tric light and of the service rendered by his Den- 
ver Gas & Electric Co. So on a cloudy night he turned al) 
the city lights off for two minutes and let the people 
grope around in the dark. ‘Two minutes of Stygian gloom 
was enough to show the Denverites how dependent they 
were upon Henry and electricity, and a lot of demagogues 
who had been advocating that he and his company be 
dumped off the top of Pike’s Peak found it necessary to 
pick on somebody else. Doherty had demonstrated his 
value to the community. 

With a somewhat similar purpose in view it might be a 
good thing if the electrical jobbers would shut up shop 
for a week—if they would call in their men, cut their 
telephone wires, shroud their typewriters, and lay off 
their shipping clerks—they would do both themselves and 
the country a great service. In this way they would prove 
their absolute indispensability, not only to the electrical 
industry but to all industry. For just as you never miss 
the water till the well goes dry, so folks never appreciate 
a service until it stops. Then they yell bloody murder 
and write a letter to their congressmen to pass a. law 
about it. 

But since it is not likely that the jobbers can make any 
such drastic demonstration, as Doherty did, to prove their 
value to the community, the next best thing is to talk 


about it. ‘For verily, if a man toot not his own horn, the 
same shall not be tootled.’’ The way to sell the value of 
jobber service is to sell it—just as anything else is sold. 
Explain it, demonstrate it, and finally, deliver it. The 
first step is to explain it. 

Explaining something you don’t know or only vaguely 
understand is a difficult job. That is why few jobbers’ 
salesmen succeed in telling the value of jobber service. 

* * * 

Once upon a time the jobber was a dealer in job-lots. 
He would pick up a carload of culls, a mess.of factory 
seconds, an invoice of stuff that had gone through a fire 
or the bankruptcy courts, a manufacturer's or importer's 
line. It 


didn’t make much difference to him what the stuff was so 


overstock or the left-overs of a discontinued 
long as he could buy it cheap and sell it for something 
more than he paid. 

It was out of such a precarious and unethical beginning 
that the modern jobber was evolved. From a job-lot-er 
he became a wholesaler; from a dumping ground for sub 
standard goods he became a recognized outlet for regular 
merchandise. Manufacturers sought to deal through him 
because he bought in large quantities, because he had 
financial standing, and because his intimate knowledge of 
personalities and conditions in his territory enabled him 
to distribute goods at less expense than they themselves 


could do it. These manufacturers, in effect, appointed 
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the jobbers as sales agents in their various tocalities 
factory representatives, if you please. 

Now, about the same time, a very different thing was 
happening out in the territories. The customers who 
bought from the jobbers found that they didn’t know it 
all, and so they began to rely upon the knowledge of the 
jobbers’ salesmen. Besides giving orders they also asked 
advice. It wasn’t long before the jobbers’ salesmen ceased 
being order hounds and became the purchasing counsel of 
their customers. 

You can see how the yeast in the bottle began to work. 
Being constantly importuned for help, the electrical job- 
ber began to provide the help desired. He hired engineers, 
lighting experts, men skilled in various special lines. He 
began to study his lines, not as a sales agent who must 
sell the product of his factory, but as a purchasing agent 
who must buy the best stuff possible at the lowest price 
commensurate with quality. 

The~next logical step was that the jobber, being a 
wholesale purchasing agent, acting for hundreds or even 
thousands of clients, was in position to suggest and even 
demand improvements in many articles which passed 
through his hands. He searched out and encouraged 
worthy small manufacturers to compete with the large 
manufacturers, and he outlined to manufacturers the 
needs of his trade and had them make items to meet such 
needs. He saw to it that no manufacturer could gain, or 
long hold, a monopoly on any essential product. He 
helped to discourage or eliminate the irresponsible manu- 
facturer, the fly-by-nighter, the overloader, the trickster. 


He had his hands full in thus wet-nursing his brood of 
more or less inexperienced customers, but one can point 
proudly to the history of the electrical industry to prove 
that Mr. Jobber did a pretty good job of it. 

And he is doing a good job of the same sort today. He 
sells what his customer ought to buy—whether or not that 
item is the thing that will make him the most immediate 
money. He lists in his catalogs the items which he knows 
will give service and satisfaction—whether or not those 
items carry the longest margin of profit. He deals with 
and encourages manufacturers who are willing to experi- 
ment and develop and create the appliances and materials 
required to keep the industry moving forward and expand- 
ing—whether or not those manufacturers offer him the 
maximum advantage. 

Such service as this costs money. Any service costs 
If a man hires a purchasing agent, that purchas- 
ing agent is paid a salary. He earns it by securing goods 
of desired quality at the right price. In exactly the same 
way the jobber-who-is-also-a-purchasing-agent is paid a 
salary for insuring his customers the quality and price 
they ought to have. 

Those who buy through jobbers must be made to realize 
the value of this purchasing service. If they do not rec- 
ognize it then they naturally treat the jobber as a job- 
lot-er. If they do recognize it they cease cheese-paring. 

It is up to the jobber’s salesmen—it is up to you per- 
sonally—to drive this knowledge home to the buyers in 
your territory, to let them know the service the jobber 
has and is rendering to purchasers of electrical materials. 


money. 


A Stockroom Where Adequate Stocks of Selected Merchandise Are Maintained Represents an Investment of 
Many Thousands of Dollars, yet This Is but One Feature of the Service Jobbers Offer to Their Customers 
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Sell "Em Something More 


An Account of the Progress Made in This Business-Building Drive for 
More Retail Electrical Sales 


slowly crawling out of winter quarters and will soon 
be with us. And along about the seventh inning, 
some bright afternoon, a slugger will hit one on the nose 
and send the outfielders 
scurrying with their backs 


[« a little early yet for baseball, but the bug is 


the good work. There are hundreds of energetic dealers 
who are “Selling "Em Something More,’’ but there are 
thousands who do not realize their sales opportunities. 

As one jobber’s salesman puts it: “Sell Em Something 
More. It can be done. It 
is being done in_ other 





to the crowd. And when 


lines of business and can 


he crosses the plate you'll To Carry the Message be done in the electrical 
to Dealers 


rise up on your haunches 
and let out a few blood- 
curdling yells. Some pre- 
cise person might say you 
were too enthusiastic, but 
we know _ better—you’re 
just a rabid fan that hap- 
pened to be rooting. 

As with baseball, so with 
selling. They say that it 
doesn’t pay to be over-en- 
thusiastic, that it is best to 
be moderate in all things. 
But in selling, when you've 
got a good, clean-cut propo- 
sition, and it seems to be go- 





business. The public is in- 
terested in most things elec- 
trical and likes to be shown 

the new devices, the new 
uses to which electricity is 
put. 

“It is true that people do 
not want to shop or make 
their purchases where they 
are going to be persistently 
urged to buy this, that and 
the other thing. The tact- 
ful salesman can, however. 
arouse their interest and 
suggest that they allow him 
to show some new electrical 


ing well, you just can’t help S TICKERS like this on letters and device. The first step in 


bubbling over with it. You 
want to put one out of the 
park. Enthusiastic? Yes. 
Too enthusiastic? No, in- 
* deed! 

That has been the way 
with the “Sell "Em Some- 
thing More” campaign 
started by Tue Josser’s 
SALESMAN in January. It 





literature going to the dealers 
keep the slogan and purpose of the 
‘ampaign before them. carry them through the 
Over 225,000 have been used by a 
large number of the leading jobbers 
and manufacturers. They are being 
supplied by THe JoBBeEr’s SALEs- 
MAN at cost—$1.50 a thousand. 


the sale is thus made. It is 
then up to the salesman to 


other parts of the sale. A 
great many persons are in- 
duced to buy from curiosity ; 
that is, when the purchase 
price is nominal. The sug- 
geston that they try a feed- 
through switch on their iron 








has gone over like one of 
Babe Ruth’s famous blows. 
Although there have been numerous campaigns intended 
to stimulate electrical dealers to greater sales activity, 
there has never before been one that required so little of 
the dealer and offered such great possibilities. All that 
is necessary is to sell the dealer one single idea; namely, 
that he can increase his sales by demonstrating related 
electrical devices. ‘‘Sell "Em Something More” means 
simply that the dealer should try to make an additional 
sale to every customer that comes into his store. 

The response from the industry has been remarkable, 
many of the most prominent jobbers and manufacturers 
taking up this idea to encourage more retail sales. The 
major portion of the credit for the progress of the cam- 
paign is due, however, to the jobbers’ salesmen for their 
work among the dealers. This is what has counted. Every 
lealer that has been made to see the possibilities for 
xtra sales and has been shown how they can be made 
s a better merchant and has made himself more valuable 
to the industry and to the people he serves. Keep up 








the new white mazda lamp 
is often met with the reply, ‘Well, I'll try one.’ 

“The electrical dealer should bear in mind that it costs 
real money in the way of displays and advertising to get 
customers into his store. Once they are there, he should 
demonstrate willingly and use salesmanship to find out if 
their electrical wants are fulfilled.” 

These are the kind of ideas that go with “Sell "Em 
Something More.’ Show the dealer that you mean what 
you say, that you want to help him make more sales, and 
you will sell him on the idea behind this campaign. But 
you'll have to. use just as much tact and persuasion, in 
many instances, as you would if you were selling him an 
order of sockets or wire. Say what you may, the tinkle 
of the cash register is music to the dealer’s ears, and it is 
the extra sales that will sound the sweetest. This appeal 
alone should sell him on the idea. So again we say, keep 
up the good work. It will mean bigger business all 
around. 

That the salesmen are being backed up by their houses 


or toaster, or that they try ~ 
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is evidenced by letters received from jobbers’ executives 
regarding the campaign. Nearly a hundred have written 
to say they are behind it. They are distributing 175,000 
“Sell "Em Something More” 
letterheads and literature going to the dealers. The manu- 
facturers are also assisting by work in their sales or- 


stickers, placing them on 


ganizations and by use of the stickers and logotypes. 


of the G-Q Electric Co., Milwaukee: “We are with you 
100 per cent on the ‘Sell "Em Something More’ campaign, 
and will endeavor to get our salesmen as enthusiastic as 
we are.” 

James Paton, Jr., manager of the electrical department, 
Interstate Electric Co., Shreveport, La.: ‘We are behind 
this movement with our entire organization. We feel sure ‘it 


Following are ex- 
cerpts from letters 
received from prom- 
inent jobber execu- 
showing 
they are tieing in 
with this drive for 
increased retail sales: 

R. <A. Graham, 
sales manager of the 
American Electric 
Co., St. Joseph, Mo.: 
“We stimu- 


lants of this kind are 
well worth while.” 
John T. Morgan, 


secretaly 


tives, how 


believe 


and sales 
manager of the 
Charleston, W. Va., 
Electrical Su pply 
Co.: ‘We are back- 
ing you up in every 
way possible. We 
think this is a splen- 
did campaign and 
are absolutely with 
you.” 

Thomas F. Kelley, 
secretary of the 

Electrical 
Co., - Du- 
buque, Iowa: “You 
can count on our 
support in 
this campaign.” 

G. W. Smiley, 
sales manager of the 
Commercial Electric- 
al Supply Co., De- 
“We are with 


Crescent 
Supply 


hearty 


troit: 

you a_ million per 
It is one of the 
things Tue 


SALESMAN 


cent. 
best 
J OBBER’S 
has put across. You 


is bound to have ma- 
terial effect in stimu- 








Partial List of Prominent Jobbers Who 
Are Spreading the Idea of “Sell 
’Em Something More” 


Alpha Electric Co. 

Alter & Co., Harry. 

American Electric Co. 

Andrae & Sons Co., Julius. 

Avery & Loeb Electric Co. 

Braid Electric Co. 

Bunnell-Stevens Co., Inc. 

Cabell-Irby Co. 

Capitol Electric Supply Co. 

Charleston Electrical Supply 
Co. 

Chesapeake Electric Co. 

Commercial Electrical Supply 
Co. 

Crannell, Nugent & Kranzer. 

Crescent Electrical Supply Co. 

Dawson & Co., Ltd. 

Electric Appliance Co., Chi- 
cago. 

Electric Appliance Co., San 
Francisco. 

Electric Contractors Supply Co. 

Electric Sales Co. 

Electrical Equipment Co. 

Electrical Material Co. 

Electrical Supply Co. 

Erner Electric Co. 

Erner & Hopkins Co. 

Fobes Supply Co. 

Fullerton, Inc., F. W. L. 

G-Q Electric Co. 

Great West Electric Co. 

Hartford Electric Supply Co. 

Hirschfeld Electrical Supply 
Co. 

Independent Electrical Supply 
Co. 

Interstate Electric Co. of Ala- 
bama. 

Interstate Electric Co. of 
Shreveport. 

Interstate Electric Co. of New 
Orleans. 

James Supply Co. 


Kimball Electric Co. 

Korsmeyer Co. 

Luxam Electrical Supply Cc. 

McCarthy Bros. & Ford. 

McCleary-Carpenter Electric 
Co. 

McGraw Co. 

Matthews Electrical Supply Co. 

Mountain Electric Co. 

Nagel Electric Co., W: G. 

National Electrical Supply Co. 

Newark Electrical Supply Co. 

Northwestern Electric Equip- 
ment Co. 

Parr Electric Co., Inc. 

Peabody Electric Co. 

Perry-Mann Electric Co. 

Philadelphia Electric Co., Sup- 
ply Dept. 

Piedmont Electric Co. 

Pierce Electric Co. 

Post-Glover Electric Co. 

ReQua Electrical Supply Co. 

Roberts Electrical Supply Co., 
j «Mae, Oe 

Robertson Supply Co., Ine. 

Roosevelt Co., W. A. 

Service Electric Mfg. Co., Ine. 

Sibley-Pitman Electric Corp. 

Southern Electric Co., Balti- 

* more. 

Southern 
mond. 

Southwest General Electric Co. 

Stewart Electric Co., Frank H. 

Tafel Electric Co. 

Tidewater Electric Co. 

Union Electric Supply Co. 

United Electric Co. 

United Supply Co. 

Varney Electrical Supply Co. 

Victor Electric Supply Co. 

Western Electric Co. 

Wetmore-Savage Co. 


Electric Co., Rich- 


lating business.” 

M. G. Williams, 
sales manager of the 
Matthews = Electric 
Supply Co., Birming- 
ham, Ala.: “It is a 
good idea. We have 
had a rubber stamp 
made with the slogan 
‘Sell "Em Something 
More,’ and are using 
it on all of our sta- 
tionery.”’ 

J. H. Burns, gen- 
eral manager of Mc- 
Carthy Bros. & Ford, 
Buffalo: “We believe 
that ‘Sell "Em Some- 
thing More’ is a 
very excellent move 
and will be of bene- 
fit to the trade.” 

A. C. Ruble, of the 
McGraw Co., Oma- 
ha: “We will do our 
best to put the idea 
over.” 

J. J. Cooper, gen- 
eral manager of the 
Mountain Electric 
Co., Denver: “We 
are with you on ‘Sell 
"Em Something 
More’.” 

O. Fred Rost, gen- 
eral manager of the 
Newark, N. J., Elec- 
trical Supply Co.: 
“You may rest as- 
sured our organiza- 
tion and the writer 








personally will do 
everything possible 





certainly brought home the need of such a slogan.” : 
W. A. Lewis, of Dawson & Co., Ltd., Montreal: 
are working along the same line here.”’ 
V. G. Eastman, sales manager of the Erner & Hop- 
“We are doing everything possible 
(This company has 


“We 


kins Co., Columbus: 
to co-operate with vou in this drive.” 
published several articles on the campaign in its house 
organ, “The Live Wire.” ) 

C. M. Will, of the Fobes Supply Co., Portland, Ore.: 
“Your plan appeals to us, and we believe it will bring 
real, tangible results.” 

Perry R. Boole, vice-president and general manager 


to further the campaign.” (In a recent issue of “Nelec- 
tra-Grams,’”’ the company’s house organ, Mr. Rost pub- 
lished the following: ‘There is no use talking; in any 
line of business it is always the man who works the hard- 
est that achieves the greatest success, and when it comes 
to selling goods it is the fellow who pushes the hardest 
who gets the most orders. The national ‘Sell "Em Some- 
thing More’ campaign has been inaugurated, and it is 
expected that as time goes by the campaign will gain such 
momentum that the electrical industry, by reason of the 
‘Sell Em Something More’ campaign, will register during 


(Continued on page 92) 
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Persistent Plugging 
Not a Sudden Spurt, but Good, Steady Work Among Your Dealers Is 
Required to Win Out in Any Sales Contest 


By CHARLES H. FRYBURG 


N MY school days, when competing in athletic con- 
I tests, I was taught that the spirit of winning was 

the thing worth while. Every man has a certain 
amount of sporting blood running through his veins— 
good, rich, red corpuscles—just tingling to get started, 
and a good contest will 
show how much of this 
kind of blood he has. 
When a man no longer 
craves sporting competi- 
tion and ceases to want 
to be a winner he is 
pretty near in the “has 
been” class. 

Every sales contest I 
have entered has meant 
honors,  self-satisfaction 
and money to myself, and 
has instilled in me _ the 
confidence to go out and 
get new business which 
was in a large way re- 
sponsible for my winning. 

Four years ago when I 
was selected to travel the 
northeastern part of 
Pennsylvania for the 
Frank H. Stewart Elec- 
tric Co., of Philadelphia, 
the company’s sales of 
vacuum cleaners in that 
territory for the year be- 
fore was less than 75 
cleaners, so that it can 
be seen that I started 
with almost a clean slate. 





looking me over, forced me to promise him that I would 
get on the train and go home if he gave me an order 
for 50 cleaners. It was a good thing that he made this 
proposition to me, as I arrived home just in time. I did 
not recover from my illness until after the contest was 
over. Considering the 
circumstances, I was for- 
tunate enough to come in 
seventh, and I learned a 
lot of facts that came in 
valuable afterwards. 

This contest clearly 
showed to me that the 
majority of the people in 
this country was hardly 
acquainted with the use of 
electric cleaners, and that 
the day was coming when 
an electric cleaner would 
be standard equipment 
for every housewife with- 
in reach of electric ser- 
vice. With an enormous 
outlet like this in view, 
it did not take me long 
to reason that I must 
have a dealer in every 
town in my territory, and 
the sooner this was ac 
complished the better off 
I would be, contests or no 
contests. 

I then listed the best 
dealers, those having real 
sales organizations, in 
every town. Some of 


But here is the real Charles H. Fryburg, Formerly With the Frank H. Sterrart these I closed with, and 


part. I had several ad- 
vantages right from the 
beginning. My electrical education and experience were 
gained with the Stewart company, and I was thoroughly 
and absolutely sold on my employer, his firm and its 
methods of doing business. I was also completely sold 
on this particular brand of cleaner from the switch to 
the nozzle, and I was sold through and through on the 


organization back of it. These were mighty important’ 


factors and they had a lot to do with my success. 
With a start like this along came the first contest 
conducted by the Apex Electrical Distributing Co., which 
was in the spring of 1920 and into which I entered with 
‘verything I had. When it was about half over, unfor- 
tunately I had to drop out because I developed a bad 
‘ase of grippe. As a matter of fact, | kept on my feet 
ind was in the lead until a good customer of mine, after 


Electric Co., Who Made a Record in Cleaner Sales. 


some I kept on a reserve 
list because I knew that 
they would change over some day. Rather than start 
with the small dealers who would probably do some 
damage later I thought it would pay me better to wait 
for the big dealers, and when they were ready to come 
along with me there would be no hitch on the proceed- 
ings. If I was absolutely sure that I could not land 
the big dealer in any particular town then I went to 
the next best, and so on down the line. 

By the time I had my system working along came 
the second contest in the fall of 1920, in which I finished 
tenth. But I was confident that it was better to stick 
to my system and gradually tie up with real honest-to- 
goodness dealers who were thoroughly sold on the cleaner, 
than to rush wildly about getting every Tom, Dick and 
Harry, who, easily sold, were easily lost. However, I 
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was perfectly satisfied with the showing I made in this 
contest because I could see that the foundation I was lay- 
ing was becoming stronger and stronger. Inquiries from 
dealers regarding cleaners were beginning to come in 
faster, and these I indexed under the towns they came 
from. I called on these dealers at the first opportunity, 
as I figured these prospects 50 per cent sold when they 
were interested enough to write asking for our proposition 
on the cleaner. 

The third contest was conducted in the spring of 1921, 
and although the leaders were not posted, I was among 
In this 
contest I also won an extra prize for lining up the most 
new dealers. 

About this time I had an idea that if the company 
ever ran another contest the only way I would ever win 


the eight who received the highest cash bonuses. 


it would be by selling all my old dealers all the cleaners 
I could and as often as I could. ~£ would have bet money 
right then that I had all the dealers I could possibly 
get, and my prospect list was entirely run out. 

Fortunately for me the company came out with its 
greatest contest of all in the fall of 1921. For prizes it 
had Ford automobiles, diamond rings, Lord Elgin watches 
and cash bonuses amounting altogether to $50,000. This 
made me yank out my old prospect list again, carefully 
recheck it and add new ones to it that I had never thought 
of before. That is the one big value in a contest, to 
yourself, your employer and the company conducting it. 
It brings you out of your regular pace. The spirit of 
sporting competition and of winning sends you forth to 
accomplish things that you probably thought were im- 
possible before. 


Then came three long, hard, exciting months in which 
I led the first month, lost the lead in the second, and 
I did nothing 


regained it the last day of the contest. 
but talk, eat, drink and dream cleaners. 

Dealers I had landed in the three previous contests 
were now doing a larger business and ordering more 
rapidly, so I had a good nucleus to work on. At that 
I did not over-load any of these dealers, and as most of 
them had stores of moderate size, I sold small orders 
to a great many rather than large orders to a few. And 
in that time in a territory that I thought was saturated 
with Apex dealers I signed up 17 new ones. 

I have always realized that none of us are always 
right, nor are we always wrong. In these days we pool 
our brains, our energy, our experience, our enthusiasm 
and our prosperity, and when these assets are passed 
along to you by large successful manufacturers and job- 
bers, do not pass them by, because if this policy has 
made -them successful, why the same thing holds true 
for the individual salesman. 

It was not a sudden burst of speed on my part that 
won:this contest, but the old reliable way of persistent 
plugging plus a little extra speed. Besides the increase 
in sales you make, you gain for yourself a self-satisfac- 
tion that is valuable, confidence in your abilyity to win, 
and recognition from your employer. If you don’t come 
out first in the beginning keep on plugging. Rome was 
not built in a day. 

How do I sell cleaners to new dealers? That is very 
easily answered. I know the cleaner from A to Z. I 
show it from A to Z, and tell the*truth about it from 
A to Z. Isn’t that sufficient? 





Winners in the Recent Western Electric Vacuum Cleaner Sales Contest 























A week’s vacation and a sight-seeing tour, all expenses paid! 


ciates in the vacuum-cleaner contest staged by the Western Electric Co. 


That’s what’s coming to these J. S., who outstripped their asso- 


At the left is G. E. Nestor, of District No. 1, which 


covers the territory between New York and Chicago; in the center is J. H. Pearson, Jr., of District No. 3, which embraces the 


southern and southwestern territories, and at the right is G. F. 


between the Great Lakes and the Pacific Coast. 


Lifka, of District No. 2, which includes the northern territory 
It was the first contest of its kind ever conducted by W-E, and was such a suc- 


cess that similar means may be adopted again to stimulate interest among its salesmen. 
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The Boom in Radio 


Rapid Development of Radiophone and Enormous Demand for Equipment 


N NOVEMBER, 1920, there were about 25,000 radio 
stations of all sorts in the United States. Today 
there are over 700,000. No wonder manufacturers 

of radio equipment and supplies are taxed to the ut- 
most to meet the demand, and that new producers are en- 


tering the field almost 
every day. In fact, the 
manufacturing and mer- 
chandising side of the 
business has changed so 
abruptly that even many 
of those in the industry 
are not as yet aware of 
the new conditions and of 
the vast possibilities that 
exist. 

Before considering the 
merchandising aspects of 
the radio field, let us look 
for a moment at the engi- 
neering development of 
radio communication, as 
it has an important bear- 
ing on the changed mar- 
keting conditions. 

A number of scientists 
had made investigations 
of electro-magnetic or 
Hertzian waves in the 
ether before Marconi gave 
the first practical demon- 
stration of their useful 
employment in 1895. He 
sent telegraphic signals 
over the sea to a vessel 
about one and one-half 
miles from shore. Within 
four years he had extend- 
ed the range of such sig- 
naling to 85 miles. Oth- 
ers also worked on the 
problem, and rapid ad- 


vances were made. In 


1902 a range of 1550 miles was reached, and in 1907 ser- 
vice across the Atlantic was opened. 

The uniqueness of telegraphing without line wires led 
to the widespread use of the term “wireless telegraphy,’ 
or simply “‘wireless.” This term was a misnomer as far as 
the station apparatus was concerned, and, further, it was 
not descriptive of the manner in which the signals were 
transmitted. Therefore, in 1907, a number of radio engi- 
neers anounced their preference for the expressions “radio 
telegraphy,” “radio telephony,” and ‘“‘radio communica- 


tion” in general. 


All these developments aroused considerable scientific 


Offer Vast Possibilities to Distributers 





Jobbers Ready to Handle 
Radio Equipment 


LECTRICAL jobbers are the logical 

distributers of radio equipment. Just 

as soon as the manufacturers can catch up 

with the demand and the jobbers can put 

in stocks the greater part of the radio 

equipment that is sold will be distributed 
through jobbers. 

That they are preparing to function as 
distributers is evidenced by the returns 
from a questionnaire recently sent out by 
THE JOBBER’s SALESMAN. Out of 184 
jobbers who replied, 170 indicated that 
they were either handling radio equipment 
now or were preparing to enter the field. 
All are enthusiastic regarding the possi- 
bilities from a marketing standpoint. the 
only drawback being the present difficul- 
ty in obtaining stock, a condition that will 
likely be relieved within a short time. 

It is expected that advancements in ra- 
diophone manufacture will tend toward 
greater standardization, which means that 
this material can be distributed through 
the jobbers as efficiently as other staple 
electrical materials. 











1905 to 1907. 


and popular interest, although the conflicting claims of the 
various inventors, combined with much patent litigation 
and dubious stock exploitation, left the public in doubt 
as to the real merit of the new system of communication. 
On Jan. 23, 1909, the world was electrified by the news 


that a collision had taken 
place off the American 
coast between the steam- 
ships Republic and Flor- 
ida, the former sinking, 
but without loss of a sin- 
gle passenger or member 
of her crew, all of whom 
were rescued by other 
vessels that had been 
called by radio. This 
event set the scoffing at 
rest and at once estab- 
lished radio communica- 
tion as a most beneficent 
aid to the mariner. Not 
long afterwards Congress 
passed a law making 
compulsory provision for 
radio on sea-going pas- 
senger vessels. 
Development of radio 
telephony was not quite 
as rapid as that of radio 
telegraphy, because con- 
version of speech into 
electro-magnetic waves 
and detection of these ra- 
diated waves and their 
reconversion into speech 
is a far more delicate 
proposition than that of 
radiating and receiving 
simple dot-and-dash tele- 
graph signals. Many in- 
ventors worked on the 
problem, and limited suc- 
cess was being won about 


In the latter year Poulsen established 
radiophone communication over a distance of 170 miles. 
About this same time Lee de Forest invented the first 
successful triple-electrode vacuum or electron tube, which 
he called the audion. Its further development and adapta- 
tion for no less than three distinct radio functions by de 
Forest and other inventors has given the greatest stimulus 
to radio communication generally, and especially to radio 
telephony. It took several years to find out just what 
could be done with this extremely sensitive and versatile 


instrument, but by its aid speech was successfully trans- 





mitted over 5000 miles in 1916. During the war it played 
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a vital part in maintaining communications, although what 
was being achieved was carefully kept from the public. 
Within the last two years amateurs have again been 
allowed to enter the radio field, which they have done with 
avidity. Not deterred by the abstruse theory of the elec- 
tron tube, they have learned to use in intelligently, and in 
many cases, with quite simple sets, they have transmitted 
and 


greater distances. And yet their achievements came to 


messages to great distances received from even 
public notice only occasionally. 

From the foregoing it will be seen that until the per- 
fection of the radiophone receiver and the establishment 
of broadcasting stations, the. developments have been 
almost entirely in radio telegraphy. This field, while it 
has grown to huge proportions, has made an appeal only 
These were usually boys in 
and who 


to the “amateur operators.”’ 
terested in things electrical, who became “bugs,” 
invariably constructed their own sets. To become an ama- 
teur operator involved a study of the telegraphic code and 
zlso a limited knowledge of electricity. 

Amateur radio telegraph sets are usually made up of a 
number of inexpensive small parts, and for this reason as 
well as because a technical knowledge of the business was 
essential, no appreciable effort was made by electrical 
dealers to enter this field. The manufacturing was also 
largely confined to a group of exclusive radio manufactur- 
ers, who found it easier to supply the demand through 
direct contact with the user than through the usual chan- 
nels of distribution. A large proportion of the apparatus 
was therefore ordered and delivered by mail, and the nu- 
merous publications serving the amateur carried consider- 
able advertising space of a mail-order character. 

What has perhaps contributed most to the sudden 


growth of the radio business has been the development of 
the compact, inexpensive radiophone receiver, which is as 
easy to operate as a phonograph. It comes completely 
assembled, and by following a few simple directions for 
installation the purchaser is ready to listen in. He does 
not have to know a thing about radio. As a matter of fact, 
the average enthuisast has no more desire to assemble his 
own radio set than the motorist has to buy a set of “parts” 
and assemble his own car. 

Having perfected the radiophone receiver, the next step 
was to provide some incentive for using it, and this led to 
the establishment of radio broadcasting stations. 

Just before the November election of 1920 a large elec- 
trical manufacturing organization, which had then 
branched out into the radio apparatus field, conceived the 
idea of popularizing the radiophone by enabling the vari- 
ous candidates to use it to address voters who seldom at- 
tended political meetings. These speeches were broad- 
casted throughout the Pittsburgh district. Musical selec- 
tions were added, also vaudeville sketches and later news 
and market reports, children’s stories and even sermons. 
This broadcasting service aroused intense interest, first 
among the amateurs, who already had the necessary re- 
ceiving equipment, then among their invited friends, and 
finally among the public generally. 

The establishment of this initial station really marks 
the beginning of the radio miracle in the industry. Addi- 
tional stations were immediately placed in service. Today 
there are 16 centers from which ethereal entertainment, 
educational matter and news is being regularly projected, 
and plans are-under way for many more. Broadcasting 
stations are now in service at Newark, N. J.; Springfield, 

(Continued on page 70) 
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Map of the United States, Showing the Approximate Locations of the More Important Broadcasting Stations in Actual Opera- 
tion or About to Be Opened. 
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Friday, the Thirteenth 


An Interview with W. H. Vogel, Vice-President and Sales Manager, 
W. R. Ostrander & Co., New York City 


Reported by THOMAS F. CHANTLER 


HE truth, you know, is that many of the most for- 
tunate happenings in man’s history have occurred 


on Friday. Not a few, in fact, have had their begin- 


ning on a Friday which also was the thirteenth. 
Nevertheless, the time 
frittered away through 


delaying new undertak- 
ings so as to avoid those 
alleged 
subject of unworked pos- 
sibilities for the moralist 


“thoodoos” is a 


and statistician. 

Anyway, it was on a 
Friday that one S. D. 
Swift, then general man- 
ager of W. R. Ostrander 
& Co., was duly informed 
that a young man named 
Vogel waited without 
without a job, that is to 
y. And Swift himself 
evidently was without 


say. 


when it came to the mat- 
ter of superstition. For, 
despite the day, he gave 
Vogel a job and set him 
to work at once as entry 
clerk. 

That was quite some 
few moons ago; 25 year 
on the thirteenth of this 
April, to be exact. Now 
Vogel is 





vice-president 
and sales manager of the 
company. By the way. 
lest some new recruit in 
the jobbing field gets the 
impression that he stepped into that position directly from 
his first job as entry clerk, let it be said now that he knows 
well how to perform and also supervise every task- that 
goes on under Ostrander & Co.’s roof. 

That is all that requires to be said in introduction of 
these remarks by Mr. Vogel. He’s not superstitious, which 
argues for his ability to see things as they are; and he’s 
been in the jobbing business a long time and speaks from 
experience. Today’s batch of entry clerks who want some 
day to sign “V. P. and G. M.” after their names will find 
plenty of “how-to” in this article—especially so those fel- 
lows who started to work on a Friday. 

“Now as I understand,” began Mr. Vogel, “you want 
me to say something that will help point the way to the 
younger fellows who will be the jobbing-house executives 
of tomorrow. Well, if I were sure that they would not 





Salesmen Can Always Get Business If They Will Give the 
Time, Effort and Thought, Says W. H. Vogel. 





think I was trying to dodge the issue I could give them the 
secret in one sentence. I would have you say this for me: 
Work under a just boss, who understands and knows men 
gust as well as he understands his. business. 

“That is 


single 


the 
advantage 


biggest 

which 
any young man who aims 
to get on in the world can 
I’}] 


never cease to be grateful 


secure for himself. 
for my own good fortune 


in being for so many 
years under the guidance 
of the late president of 
this John B. 
Peck. He was never too 


busy to say and to do the 


company, 


thing that would help a 
man who needed help, and 
the impress of his person 
ality is still strongly re 
called in this organiza 
tion.” 

There is no gainsaying 
the soundness of Mr. Vo- 
gel’s advice on that point, 
and any employe will be 
fol- 
The thought 


the gainer through 
lowing it. 
came to me while writing 
it down that while there 
are wall mottoes on just 
about every subject from 
thrift to courting a girl, I 
have yet to see the motto 


that says, “Be sure you 
have a good boss.” Per- 
haps some day it will be customary for the employe to hire 
his boss. Who knows? 

“The next point,’ continued Mr. Vogel, “that I should 
like to bring to the attention of the jobber’s salesman is 
this. The man who sells supplies and equipment must be 
technician enough to know just what materials go into 
each job. Otherwise, the best he can do is to accept the 
order that’s given to him and let it go at that, not knowing 
enough about his business to be able to suggest the many 
other items which might just as well be included in the 
order. 

“T marvel that such a condition should be permitted, but 
it exists for all that. Yet there is a simple way out of that 
difficulty for the salesman without engineering training. 
Let the salesman secure help in preparing a little memo- 
(Continued on page 88) 
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You Get Just About 
What You Give 





FIND that the way I am treated in the 
day’s work depends a great deal upon the 
state of mind that I bring into it. For in- 

stance, if I enter a group of men whom I take 

to be superior to me, | 
am likely to be snubbed. 

If I give them the feeling 

that I am inferior to 

them, I will not fail to be 
inferior. 

If I am self-confident, 
1 awaken confidence. 

If I cringe, I make 
others want to step on 
me. 

If I am cheerful, cheer- 
fulness is handed me by 
others. 

If I am grouchy and 
snappy, they will bite me. 

People go at me about 
the way I go at them, for 
it is characteristic of bu- 
man beings to return like 
for like. 

There is a law in phys- 
ics to the effect that 
action is equal to re- 
action. The ball rebounds “ 
from the wall with precisely the force with 
which it was thrown against the wall. 

And if I approach a man with politeness, I 
usually receive politeness in return. 

I get from this world a smile for a smile, a 
kick for a kick, love for love, and hate for hate. 

When all is said and done, I get just about 
what is coming to me in this world. 

Of course, there are exceptions to this rule. 
But if there were no rules there would be no 
exceptions. 

And the difference between the man who 
knows how to play a game and wins regularly 
any game, including poker, business, and the 
game of life—and the man who steadily loses 
is that the wise man sticks to the rules and the 
law of averages, and the fool “has a hunch” and 
stakes his all on the exceptions. 





The Comeback 


By DR. FRANK CRANE 








(Copyright, 1922, by Dr. Frank Crane) 










This is a world of law. Chance is only to be 
found in the dictionary. In the bright lexicon 
of fact there’s no such word, and the one who 
banks on it will come to grief until he learns to 
respect the law. 

If I am petulant, un- 
restful, irritable, unsatis- 
fied, wretched and bored 
—I know the crop, and 
might have expected the 
harvest when I sowed 
that seed of self-indulg- 
ence, lack of will, moral 
cowardice and_ general 
selfishness. 

If I am lonely, it was I 
who drove hearts away. 

If I am bitter, it was I 
who skimped the sugar- 
bowl. 

If I am persecuted, it 
was I who brought it on 
by my cantankerousness. 

The loving are beloved. 

The generous are 
helped. 

The considerate are 
considered. 

The bully by-and-by is 
bullied, and the smasher is smashed. 

Isn’t it ridiculous to think that the whole 
world is so much concerned about you that 
everybody contributes to plot your downfall’ 
Don’t be so self-centered and egotistical. Why, 
people have troubles enough of their own, and 
haven’t the time to be very much concerned 
about yours. So stop harboring any thoughts 
about the world being against you, or you 
against the whole world. 

What interests people you meet from day to 
day is the kind of personality you radiate. If it 
is good cheer and fellowship, then that will be 
their comeback, nine times out of ten. There 
will be exceptions, but they will only prove the 
rule. 

Watch out for your comebacks. Let them 
reflect the kind of a fellow you are at heart. 
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Pictorial Review of Electrical Developments 


Ever hear a book? Well, 
the optophone will let you 
do it. Its principal use will 
be for the blind, heretofore 
limited to raised-type sys- 
tems, and will enable them 
to read ordinary printing 
and even typewritten mat- 
ter. Its operation is made 
possible by the sense of 
hearing instead of touch, the 
instrument depending for its 


Elmer A. Sperry has an- 





other world’s largest search- 
light, this one with a capac- 
ity of over a billion and a 
quarter beam candlepower. 


—Photo by U. & U. 


At the right is the Em- 
manuel Church in Baltimore 
glowing in the rays of near- 
ly a hundred 250-watt 
lamps in flood-lighting re- 





action on electricity and the 
flectors, which made a right remarkable properties of 
smart order for some hus- 
tling jobber’s salesman. 













the chemical element sele- 
nium.—Photo by Intl. 













_—_— 










And now the “Home All Electrical.” No servants; everything's 
done by electricity. It’s a new apartment house in New York, 
and above is the electrical dining room.—Photo by Wide World. 
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Recent Radio Innovations Shown in Pictures 





At the New York radio show there was exhibited the 
“wireless” mailman, the first radio-controlled auto- 
mobile to be put to practical use-—Photo by Keystone. 


In the progressive city of Seattle is Miss Julia El- 
mendorf, reporter on the Post-Intelligencer, who 
makes use of a receiving set small and light enough to 
be carried on the knee as a garter.—Photo by Intl. 





Here’s the General himself—not Overbagh, but 
Pershing—who has installed a set in his office in the 
State, War and Navy Building at Washington. Nearly 
every member of the President’s cabinet uses radio, 
and “Black Jack’’ wasn’t to be outdone.—Photo by 


U.& U. 












Radio broke into the movies when Frank Bacon, star 
of “Lightnin’,” was screened by the Rothaker Film Co., 
a camera recording his actions and a stenographer tak- 
ing down the words. Later Bacon radiophoned these 
words to a projection room where the film was shown. 
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The biggest field for radio is in the rural dis- 
tricts. There are over 6,000,000 farms, 
practically all within broadcasting range, 
and the development should parallel that of 
the telephone 20 or 25 years ago. 





“Tunin’ her up” for the weather and 
market reports, and then the news and a 
little entertainment. There'll be a lot of 
them gosh-dinged outfits ‘fore long, gettin’ 
suthin’ for nuthin’—Photo by Wide 
World. 


When ‘‘on location” Constance Talmadge has adopted 
the use of the radiophone to assist in the direction of 
her film productions.—Photo by Intl. 


Below shows some of the equipment in the new G-E 
broadcasting station, the most powerful of its kind in 
the country.—Photo by Keystone. 





Above is the tower and building housing the broadcast- 
ing station recently opened by the General Electric Co. 
at its Schenectady, N. Y. plant. It will operate on a 
360-meter wave length under the call letters WGY. 
The station has already been heard as far south as 
Cuba and as far west as Iowa.—Photo by Keystone, 











George S. Milner 


General Manager of the Erner Electric Co., 


Cleveland 
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MEN YOU SHOULD KNOW 


George S. Milner, 


N A village in northern Missouri there was—and 
I perhaps still is—a small United Brethern college. 

One of the professors at this college thought it would 
help the family larder if he would keep a cow. But 
when bossie arrived and summer time came along he 
found no vacant lot handy and that it would be necessary 
to send Mrs. Cow to pasture. 
neighborhood boys to escort 
her, morning and evening, for 


So he got one of the 


General Manager 
Erner Electric Co. 


pany he progressed to the point where he was invoice 
checker and general office clerk. Fortunately for the 
electrical industry, for Milner is one of its assets, his 
desk was directly opposite that of the manager of the 
power machinery department. In those days electrical 
equipment amounted to slightly more than nothing, but 
what there was of it came under the jurisdiction of the 
manager of this department, and 
when he was absent his duties 





the munificent sum of 50 cents 
a month, 

That neighborhood boy was 
“Georgie” Milner, and two 
months of escorting brought 
him the first dollar he 
earned, 


ever 
Now, accumulating a 
dollar by driving a cow to 
boarding school isn’t anything 
out of the ordinary for a boy 
in a country town. It’s for 
the sake of telling what he did 
with the dollar that the incident 
is mentioned. Candy and mar- 
bles and sling-shots and a mil- 
lion other things have 
tempted, but they were passed 
by. Instead, he squandered his 
young fortune for an ebony- 
finished sewing box for his 
mother. It still remains among 
her most treasured posessions 


stition. That 


all 


where 
may 





“Never Give Up” 


F I have a motto it is ex- 

pressed in those three words, 
says George Milner. 
est thing in the world to say is, 
“It can’t be done.” 

In the days when I was on 
the road I had at least one super- 
was to 
make a call at the very place 
indications 
against my getting an order. 

Oftentimes I was disappoint- 
ed, but frequently that extra 
call resulted in an order, and 
taught me “never to give up.” 


partly fell on Milner’s shoulders. 

Dry batteries, a little sal am- 
moniac once in a while, push 
buttons, bells and annunciator 
wire constituted the company’s 
electrical supply business. It 
was at the time when Phil Nun- 
gesser, originator of the “1900” 


The easi- 


dry battery, was making his 
first calls on the trade. The 
George Worthington Co. sold 


zinc which Nungesser needed, 
but which he didn’t have much 
money to buy. 
effected by 
paid for his zine in dry cells. 
But the dry didn’t 
“cell”—they accumulated dust 
on the shelves. This worried 
Milner, but proved to be the in- 
cident which really started him 


always 
So a trade was 
which 


seemed Nungesser 


cells 


on his electrical career.. Since 








and gives silent testimony to 
one of George S. Milner’s out- 
standing characteristics, that of intense devotion to his 
mother. 

During the Milner family’s stay in Missouri he at- 
tended a little backwoods school, one of the kind where 
there were no desks, but plenty of unpadded hardwood 
benches, and you can just picture that schoolroom on a 
warm spring morning. Picture, also, a barefooted sun- 
burnt boy in overalls, with a frayed straw hat pulled 
down over his ears, trudging down a dusty road on his 
way home from school, slate and books in one hand and 
a stick in the other, and you are perceiving George Mil- 
ner’s boyhood days. Reminds one of Mark Twain’s im- 
mortal character, Huckleberry Finn, doesn’t it? 

A move from Missouri to Cleveland and later to a 
farm near Willoughby, Ohio, brings the turning point in 
his life. When 17 years old his father died and the re- 


sponsibility of running the farm fell on young shoulders. 
He liked farming and wanted to continue, but his mother 
could see no future in it for her son and objected stren- 
uously. Returning to Cleveland he secured a job as 
errand boy for a well-known wholesale hardware concern 
then and still known as the George Worthington Co. 
During the four years that he spent with this com- 


the batteries wouldn't 
themselves why not make up a 
“package” door-bell outfit and offer it for sale complete, 
he reasoned. The scheme worked, and thus the present 
electrical department of the George Worthington Co. was 
founded. 

Four years of apprenticeship was enough, Milner be- 
lieved, so when a customer came in one day and invited 
him to go into the electrical contracting business in 
Youngstown with himself and one other fellow, he quit 
and struck out for But things moved too 
slowly, he thought, and consequently in seven months he 
left his partners. His ability was already recognized, 
for there were four or five bidders for his services. The 
offer of the Western Electric Co. of Chicago was ac- 
cepted. Here he was initiated into the Royal and Ancient 
Order of Jobbers’ Itinerants at the youthful age of 21 
years. 


sell by 


himself. 


“On one of my first trips out for the Western Electric 
Co. I learned what has probably been the most valuable 
lesson of my career,” said Mr. Milner. ‘While on the way 
to a certain town I met an old Worthington salesman on 
the train. He asked me what I was doing and how I 
was getting along. 

“ “Not so good,’ I told him. 


(Continued on page 76) 
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Lighting of Dining Rooms 


Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


HE dining room is generally used only as a 
place to eat—all interest centers primarily 
around the table. The ideal lighting conditions 
are, therefore, strong light on the table, but not upon 
the faces of the diners. Aside from the table, the bal- 
ence of the room should not be dim, but nevertheless 
net too bright. 

Shaded candles on the table put the light in the 
right place, but they are not bright enough. A stand 
lamp in the center of the table, with a dense shade, 
which throws vivid light downwards on the table and 
yet permits sufficient light to filter through to mildly 
illuminate the faces of the people at the table, would 


But 


such a lamp cuts off the view across the table and 


be acceptable from an illumination standpoint. 


takes up needed space on the table. 
Use of Dome Fixtures 

The alternative, therefore, is to suspend from the 
ceiling a lighting unit of similar illumination charac- 
teristics. Thus we return, after many years, to the 
idea of a “dining-room dome’’-—not the cumbersome 
and inefhcient dome of old, but nevertheless a dome 
fixture. It should be suspended about 2 ft. above the 
table; high enough to leave an unimpeded view across 
the table, but low enough so that the diner does not 
get a direct glance at the bare lamp. The cone of light 
should reach just beyond the edges of the table. The 
unit may be provided with auxiliary sockets, such as 
candlesticks with shades, to furnish mild general illu- 
mination for the whole room. Several popular fix- 
tures of the dome type or equivalent, suited admirably 
for dining-room lighting, are on the market. 


Showers, Candelabra and Bowls 


Good lighting for the dining room may be obtained 
from shower fixtures with long, dense glass shades. 
These shades should be more nearly cylindrica] than 
bell-shaped. 

When center fixtures of the candelabra type are 
used in dining rooms, they should be equipped with 
glass, silk or parchment shades, either for the unit as 
a whole or for each individual lamp. This is one 
means of directing more of the light down to the table. 

The semi-indirect bow] or totally indirect unit, unless 
supplemented with pendent or other direct lighting 


sockets, is not best suited for the home dining room. 
It is, better glaringly 
bad applications of direct light in common use today. 


however, than the many 


Auxiliary Units 
Electric candlesticks for the buffet or table lend a 
pleasing decorative touch. They should be shaded. 
Similarly, wall brackets may be used to advantage 
when shaded or shielded, but At best they are only 
auxiliary, as it is not possible to light a dining room 
well by means of wall brackets alone. 


Lamps to Use 


Most modern dome type units, suited to dining- 
room lighting, are equipped with a single socket in the 
dome iteslf. A 50-watt, gas-filled, white lamp may 

If the dome has a dense glass plate 


across the bottom, a 75-watt, clear, gas-filled lamp or 


well be used. 


a 100-watt daylight lamp may be used. 

For auxiliary candelabra sockets in connection with 
the dome, 25-watt, round, all-frosted lamps are advis- 
able. 

Shower fixtures call for 40-watt, bowl-frosted 
lamps or 50-watt, gas-filled white lamps. 

Center candelabra fixtures are best equipped with 
25-watt, round, all-frosted lamps, or with 50-watt 
gas-filled white lamps in case there are but two sock- 
ets. 

Auxiliary candlesticks for the buffet or table and 
auxiliary wall brackets require 25-watt, round, all- 
frosted lamps. There is an opportunity for decora- 
tive effect in the use of colored lamps in these loca- 
tions, flame-tinted lamps in particular. 


Convenience Ouilets 
It is so very much the custom to employ electric 
percolators, toasters, chafing dishes, etc., on the din- 
ing-room table that provision should be made in every 
electrically equipped dining room so that it is not nec- 
essary to plug into a lighting socket in order to utilize 
heating or other appliances. 


Sell These Ideas 


The jobber’s salesman who can gradually get these 
simple, fundamental ideas across to his lighting re- 
tailers will benefit the public and profit from aug- 
mented sales. 





This is the third of a series giving condensed sales data on lighting subjects, written 


expressly for jobbers’ salesmen. 


Before the series is concluded practically every phase of 


lighting will be considered. Save these pages from month to month and they will make a 
valuable addition to your lighting sales portfolio. 
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The sale of Ornamental Street Lighting offers attrac- 
tive profits for Contractors. 


In addition to attractive profits the sale of Orna- 
mental Street Lighting installations gives new impetus 
to store and residence lighting, show windows and in- 
terior lighting, which seem good enough on poorly 
lighted streets, appear dingy and somber when con- 
trasted with good Street Lighting. 


By promoting an Ornamental Street Lighting instal- 
lation, the Contractor becomes recognized as a public 
spirited citizen, and builds prestige for himself by the 
handling of such contracts in connection with which 
there is always considerable publicity. 


The services of the Illuminating Engineering Bureau of the 
Westinghouse Companies are offered without cost to Con- 
tractors in making Reports and Recommendations, covering 
lighting systems suitable to any local requirements. These 
services, together with the wide variety of Westinghouse- 
Cutter Ornamental Posts and Tops offer contractors oppor- 
tunities to realize handsome profits. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works—South Bend, Indiana 


Egy ptian Post 
with Egyptian Senior Tops 


| Westinghouse 


AN Ornamental Posts 


Sol-Lux Top withGlass 
Canopy and Octagonal 
Casing 





Octagonal 


Reflecto-Lux Top 
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Adventures of Hardluck Sam 


Our Hero Makes the Acquaintance of the Triple Cross 


66 REAT Scott! What a stunning woman!” said 
G one of a trio at a table just off the dance floor at 
the Albermarle Hotel, Springfield. 

The man with the big rock in his tie launghed loud and 
long. ‘‘I’ll say she is, Gordon,” he agreed heartily. “And 
she’s as clever as she is beautiful. I'll leave it to her 
husband,” and he jerked his head toward the third mem- 
ber of the party. 

“IT ought to know,” said Mr. Samuel Jinks proudly, 
“I’ve fought for her and with her for nearly ten years.” 

Gordon’s jaw dropped. ‘“‘You?” he gasped. Then 
with a broad smile: “Say, Jinks, how in the world did 
you ever cop a wife like that?’’ 

“Well,” replied Sam, blushing, “Phil here says she 
married me for my money. When those fatal words were 
spoken I had $63 and she had a trousseau.” 

“Why didn’t you tell me you had her along?” asked 
Gordon reproachfully. 

“Business before pleasure,’ answered Sam genially. 
*‘And now that said business is over, how about running 
down to St. Louis with us? I'll look after that big order 
you gave me, and then we'll go over the radio situation. 
You'll want to go into that big. Incidentally, we'll waltz 
you over the finest 18 holes you ever laid a club to, not to 
mention the famous ‘nineteenth.’ ” 

Gordon accepted promptly, and the next day the party, 
minus Phil, arrived at the home office. Alice, with Gordon 
in tow, adjusted her wave-length and sent out a subtle 
S. O. S. It was answered by Edna, better known as 
‘‘Peaches,” the beautiful blonde whose fate it was to de- 
cipher Sam’s mutilated expense accounts, and forward 
the checks. For good measure and safety, Alice enlisted 
one Mr. Hafner, of the S. and P., properly dolled up 
and immensely pleased at the prospect of a week-end near 
“‘Peaches.”’ Gordon was delighted, and when the program 
was announced he fairly brimmed over. 

Of course, the day was a huge success. 
Hanfer, competing for the smiles of two such stars, 
shouldered Sam aside and outdid themselves in wit and 
geniality. Sam, with his mind on future business, de- 
veloped a case of nerves at the way the girls treated 
Gordon on the links, and when he and Alice finally found 
themselves alone at the hotel, he spoke his mind. 


Gordon and 


“I told you Gordon was no hick,” he lectured. “First 
you get that fashion-plate, Hanfer, buzzing around; then 
you go and play Gordon off his feet. You like to tore 
his leg off with that brassie shot; you called him for 
sneaking his ball out of a hole; then, by George, you laid 
him a dirty stymie and beat him!” 

“Oh, fudge!’ retorted Alice, “You know I had to have 
Walter for ‘Peaches,’ and Mr. Gordon was tickled when I 
beat him.” 

“Uh-oh! What's that?” snarled Sam, as his wife thrust 
a mysterious looking document into her jewel-case? 

’ she replied sweetly. 


“Oh, nothing,’ 


“Nothing?” he rasped, “it looks like a commission in 
the Swiss navy. Let’s see it.” 

“You can’t see it!’ returned his wife, with a deadly 
glitter in her eyes, “but if you’re real nosey, it’s ten one- 
hundred dollar shares in the Woodbine Radio Co., so 
there!” 

“YOWFF!!!" Sam spun around and plunged heavily 
on to the bed, where he lay moaning and plucking at his 
throat in mock agony. “Woman, have you gone cuckoo? 
Squandering my money—’”’ 

“Your money!” cried Alice, reaching for the water- 
pitcher? 

“Well, our money, then,” hedged Sam hastily, “You're 
hooked, I tell you! Run over and ask them to let you 
kiss it good-bye before they buy that Packard.” 

“Now, see her, Mr. Brains!” Alice blazed, “you 
needn't flap your ears about investments! Your trunk’s 
lined with shares in oil and left-handed monkey-wrenches ! 
And I'll bet you a new Tuxedo against a ball-gown that 
I'll make you good and sorry you ever made fun of my 
little flyer!” 

“You win!” groaned Sam, “Go ahead, spoil everything ! 
Insult Gordon every chance you get tomorrow. Cut off 
vour nose to spite your face! Smack him behind the ear 
with one of your crazy drives, and send him home with a 
nurse hanging over him. But when you’ve got me back 
pulling wire through pipe, and yourself at a gas-stove, 
with condensed milk in the coffee, don’t say I didn’t warn 
you.” 

All day Sunday Sam waited for the crash, but the only 
thing he noticed was that he was excluded from their 
deepest councils, which consisted of much graveyard stuff 
and subdued laughter, with Alice and Hanfer doing most 
of the talking.. Monday afternoon saw the end of the 
revel, with Gordon pulling out for Springfield. 

“No, Sam,” he said firmly, in answer to that werthy’s 
expostulations, “I can’t stay; it wouldn’t mean a thing. 
The radio? Oh, you'll have to ask your wife about that. 
Good-bye.” 

Alone once more, and Sam faced his wife with a smile 
like Nero wore when about to signal the loosing of the 
wild beasts. 

“Well,” he barked at last, “what have you gone and 
done?” 

“Why?” said Alice easily, “Mr. Gordon placed a $3000 
order with the Woodbine company through me.” 

Sam sank limply into a chair. “But,” he quavered, 
‘“Peaches’ and Hanfer? How could they throw me 
down?” 

“Oh, well,” laughed Alice, ‘“They have five shares apiece 
themselves. And by the way, there’s a 5 per cent divi- 
dend the first of the month. Do I get the gown you bet 
me?” 

But the only answer was a moan like the wail of a lost 
soul, and the tinkle of ice against the side of a glass. 
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P & S 860 


P & S830 


P & S 829 








P & S Outlet Receptacles 


For the Modern Bath Room 


828 For use with Frosted Ball Lamp. 
829 For use on Ceilings. 

830 For use with Side Wall Mirror. 
860 Keyless for use with Wall Switch. 
Complete listing Page 82, Catalog 26. 
Advertising ready to help you to sell. 


You will be asked for more information— 


Write us for Folder. 


PASS & SEYMOUR, Inc. 


SOLVAY, N. Y. 


New York Chicago ’ Boston Philadelphia San Francisco 


Write us today for Folder “Porcelain for Service” 
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OW I LANDED 












told by 


A Unique Advertisement 

N ONE of our first 
days last fall I needed a piece 

of cardboard to protect the lower half 
| thought 
I could do a little advertising, so I 


near-zero 


of the radiator on my car. 


stopped in at one of my dealers, and 
took the used for 
packing lamps. It just fitted the radi- 


side of a carton 
ator, and the bright colors made it 
rather conspicuous. 

As I drove along I thought very 
little of it. But when I pulled up to 
the curb and was leaving the car, a 
man stepped up and asked if I rep- 
resented the company selling that par- 
ticular brand of lamps. Most assur- 
edly I did, and within an hour I had 
a signed contract for a year’s supply 
cf lamps. I also convinced him that 
he should sell other electrical supplies, 
and received a substantial order for 
heating appliances. 

Let's see, I forgot to say that the 
lamp carton not only helped me get 
an order but kept the radiator from 
freezing as well. 

E. H. 


* * * 


HaAMBLET. 


Harsh Measures 

AVE you ever run across the man 

who receives you with a grouch 
—you being innocent of any connec- 
tion with the grouch—and who seems 
to forget that a gentleman calling at 
his office is entitled to every courtesy 
commonly extended to visitors at his 
home. 

I have. 

It was during the war, when his 
office, among others, were employing 
many girls in the place of men, that I 
kad occasion to John B. 
Mackey. 

I make it a rule to start the day as 


call on 


early as possible, and it was 8:30 a. m, 
The 
The 


office was deserted; none of the em- 


when I arrived outside his office. 
door being open, I walked in. 


ployes were in evidence. 

Believing that I was one of his tar- 
dy office force, Mackey stormed out of 
his private office, mad as a wet hen. 


Little stories of 
unusual sales ~as 





salesmen. 


At sight of me he stopped short, 
stared, and with anger unabated, said: 
“Who the hell are you?” 
I calmly stared back at him, and 
said: 
“Who the hell are you?” 
This made him furious. 
fairly blazed, and the veins’ stood out 
on his forehead. He strode up to me 


His eves 


and snapped: 

“T’ll tell you who the hell I am! 
This is my office, and I’m John B. 
Mackey; that’s who the hell I am!’ 





“PERHAPS IM ON TH WRONG FLOOR 


I coolly stepped out of the office and 
looked at the outside of the door. I 
read the lettering aloud as if doubtful 
of the name. I stepped back into his 
view again, and made a pretense of 
comparing it with a card in my hand. 
He watched my every move. I looked 
up at him. 

“Sure enough; this is the same 
name, but it can’t be the right office. 
Perhaps I’m on the wrong floor. Good 
day.” 

He came after me as I started to 
leave. 

“Wait a second. I’m the only Mack- 
ey in the building. What is it you 
want?” 

I stood and looked back at him. 

“Then I must be in the wrong build- 
ing. I was told I’d find John B. Mack- 
ey a gentleman in the strictest sense of 
the word.” 

That hit him right between the eyes. 
He started to fume again, when the 
humor of the situation struck him. He 
gasped, and then laughed till the tears 
rolled out of his eyes. Extending his 
hand, he apologized for his stormy 
greeting, giving the excuse that his 
employes all being an hour late, he al- 
lowed his anger to overcome him. 








RDER 
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We went into his private office, sat 
down and smoked from his best box of 
cigars. He proved to be a genial man 
and a buyer; I sold him better than I 
had expected to. 

Had I made known my identity and 
business when he asked, probably I 
would have been turned down without 
a hearing. I saw that it was up to me 
to either anger him still more or calm 
him before we could talk business. I 
chose to anger him and then show him 
him up. The result was that he got 
over his anger and apologized. 

Of course, this method would not 
work on a man who had no humor in 
his make-up; in the 
chances are that he would “show me 
who the hell he was” by throwing me 
out of his office. But in our profession 
the ability to size up a man counts for 
a great deal, as this case proved. 

W. P. CoLteman. 


* * * 


Score, 12 to 3 

— discovered that the 

sweeping in a large New York 
state building was done by twelve em- 
ployes under the direction of a janitor, 
it appeared to me that here was a 
chance some dealer was overlooking. | 
had one in the neighborhood that need- 
ed a little pepping up, so one day I 
went in and borrowed a demonstration 
machine, packed it under my arm and 
started for the building. 

During my conversation with the 
custodian it was plain to me that h- 
leaned toward the decision of the jani- 
tor, who took the utmost pride in the 
cleanly appearance of the different 
said that he 

improvement 


such a_ case 


chambers, and who 

couldn't how any 
could be brought about, owing to the 
fact that he had been highly compli 
mented on his efforts for a long term 


see 


of vears. 

It was easy to figure out how three 
doing the work of twelve could soon 
wipe out the cost of half a dozen vac 
uum cleaners, but the sale seemed to 
stick, as the “higher ups” all respected 
the wishes of the faithful wielder of 
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After Good Window Lighting— What? 
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Carson’ s windows at Minneapolis, always lighted with *<Jove’’ X-Ray Reflectors, are now fitted with 
Color-Rav units for colored lighting. The ‘‘Jove’’ reflector with Color-Ray attachment is shown above. 


Merchants everywhere make their windows SELL by lighting them with 


X RY Reflectors 


| — i ae — ee Ne ee BRILLIAN CY 
The Standard for Show Window Lighting for over 25 years 





The leading show windows are now being lighted in colors with X-Ray Color- 
Ray, because colored lighting compels more favorable attention. 


Color-Ray No. 66 is a separate unit to attach 
to Jove or Jupiter X-Ray Reflectors. The 
metal frame is attached to the reflector and the 
colored light is produced thru gelatin color 





screens, (red, blue, green or amber) placed 
’ ’ a p 


Inserting 


ns in this frame. slide in frame 


(‘olor-Ray Frame 


What it is and How to Use It?’’ 
Immediate Shipments From Jobbers Stocks 





Do you want a copy or our new booklet «*Color Lighting in Show Windows 


National X-Ray Reflector Company 


New York CHICAGO Los Angeles 
31 West 46th Street 235 West Jackson Blvd. 804 Security Bldg 


. F ° a? 
E nginee? Sinmail Pp’ incipal cities 
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the brooms. So I had to let the matter 
rest for a while. 

The next trip I took a cleaner over 
to the janitor’s home and spent two 
hours brightening up every inch of 
carpet he owned. From there I went 
to the eustodian’s home and did the 
same thing. After they got their heads 
together it wasn’t long before I had 
the big order, and when I turned it 
over to the dealer it fairly made his 
eyes pop out. I told him how they had 
swallowed the bait and were landed. 
Now he has a good many lines out, and 
he watches the bobbers pretty closely. 

D. P. WitiiaMs. 


* * 


My Hardest Sale 


OW some salesmen can expect to 

get along when they start their 

calls anywhere from 10 o’clock to noon 

each day is more than I can under- 

stand. I, for one, find that it pays to 
be on the job early. 

A few years ago I was engaged to 
give a series of demonstration sales to 
the employes of a leading appliance 
house in the Middle West. The dem- 
onstration was to be given at 8 a. m., 
before the outside salesmen started 
the day. 

As I was far behind in my corre- 
spondence I asked permission of the 
chief clerk to come to the office at 
7 a. m. to use the typewriter before 
the this im- 
possible. 

When I called at this early hour 
the next day I noticed the manager al- 


rush of business made 





ready at his desk, hard at work. I 
said nothing, but thought: “Old fel- 
low, you are surely an early bird.” 
The following morning I entered 
the office at 6:30, more for a joke 
than anything else, but to my surprise 
_ again found the man at his desk. The 
next day I thought I would steal a 
march on him and went to the office 


at the unusual hour of 6 a. m., but 
was again surprised when I found 
my man on the job. 

In astonishment I said: ‘You've 
got me beat. I thought I’d be waiting 
for you this morning, but you're too 
early for me.” 

“Oh,” said the man, rather slyly, 
“T am an early riser and like to be 
on the job as soon as I can; don't 
you?” 

Then he continued: “Young man, 
when you asked permission to make 
your demonstration I said to myself, 
‘This is a good thing if the salesman 
is a keen and alert man and does not 
attempt to get. started along about 
noon, like others I know.’ The first 
day you called at 7 a.m. I was sur- 
prised. When you called at 6:30 I 
was again astonished, but when you 
came around at 6 I could not believe 
my eyes. I am ready to take my hat 
off to you and let you in on a little 
secret. Your competitor, the Blank 
Co., also is after us to put on the same 
demonstration, but I don’t like the 
salesman. He calls to see me at noon 
and looks as if he just got out of bed. 


I am ready to sign up with you at 
once.” J. B. Mencn. 
* * * 


Advance Post Cards Help 


FOUND myself making an unusu- 

al amount of calls from town to 
town where managers were not at busi- 
ness, consequently losing time, so the 
following plan was devised: 

At my own expense two hundred 
postal cards were purchased, and at 
the end of a day’s journey would write 
a card (say April, 10) to the man- 
agers I was to call on the 12th, al- 
lowing one day to intervene, to think 
it over. 

Some cards were worded in a dif- 
ferent vein, according to the man’s 
personality, but always to the effect 
that he may be busy and might desire 
to leave his order with the assistant. 

It worked finely, and in phone mes- 
sages and return railroad or trolley 
fares found a saving of thirty-one per 
cent over previous month, and added 
commission in my own pocket. 

The firm is now gladly paying for 
the postals. W. P. Davis. 





Kept Right After Them 


URING a special vacuum-cleaner 
campaign I called at the home 


of two middle-aged ladies that I 
thought would be interested in a dem- 
onstration. I was met at the door 
by the “‘boss” of the two, who did not 
give me a very pleasant reception. | 
asked permission to give a demonstra- 
tion and to leave the cleaner for a 





ten-day trial, but she said “No; we 
do not care for a cleaner, and besides 
we can get one from Mrs. Jones, next 
door, at any time.” 

In the course of the conversation 
I learned that the sister was not at 
home, but would return that evening, 
so I left, saying that I would cal! 
again. When I came back I met with 
a slightly different reception from the 
“sister.” Gaining permission to show 
the cleaner I did not have much trou- 
ble in getting her signature on the 
dotted line and a check in full for the 
machine. 

Two days later while walking down 
the street I was greeted with a “Good 
morning” from an apparent stranger, 
and after I had answered she said: 
“You sold Miss Smith a vacuum 
cleaner the other evening and she 
told me that both she and her sister 
are more than pleased with it. What 
is the price? I would like to give one 
to my mother.” 

In 30 minutes I had a machine at 
‘her home, demonstrated it, and got 
the order. 

Those two sales would have been 
lost if I had quit after my first visit 
to the house where I got the cold 
reception. I find that in nine cases 
out of ten you can sell these days if 
people will only get people to con- 
sider your product and allow a dem- 
enstration. 


E. B. Barr. 





jobbing trade. 


$5 


in cash will be paid for stories of sales made under difficulties in the electrical 
Real, live stories giving some angle of the selling game will 


register in this department. Tell’em “How You Landed the Order.” 
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Infringement Notice 


The trade is advised that cer- 
tain two-way plug clusters are 
appearing upon the market 
stamped “J. W. C. No. 4002, 
made in Japan,” duplicating 
the structural features, form 
appearance, etc., of the Two- 
Way Plug Cluster Catalog 
No. 92, marketed by this com- 
pany, and that such Japanese 
productions constitute an 
infringement of the patent 
property of this company. All 
dealers and other parties buy- 
ing, using or selling these 
Japanese articles, which in- 
fringe upon the patent prop- 
erty of this company, are 
according to law liable as 
infringers. 








Made Only By 





The 





BEN/AMIN 


“No. 92 


Two-Way Plug 


Made to American design 
in an American factory, by 
machinery made in other 
American factories — all by 
American labor under 
American Standards of liv- 
ing— The Benjamin Two- 
Way Plug comes in a dis- 
tinctive Green and Yellow 
Carton. 



























BENJAMIN ELECTRIC MFG. CO. 


NEW YORK 





CHICAGO 


SAN FRANCISCO 
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pening Gun of the Greatest 
FAN Campaign of our History 


Marathon “GK” Electric VENTILATING FANS are now offered at prices that set a new 
\ 


pace in economical ventilation. 









Think of a fan, complete with motor, moving 5000 cubic feet of air per minute for $35.00! 
Try to buy that air-capacity from any other source for double the price! 


And think of an 18-inch, 4 HP. Ceiling Fan, of a wholly new type and nearly double ordin- 
ary capacity for $40.00! 


REAL VENTILATING FANS 


Not Converted Desk Fans: 


Their remarkable air-moving capacity is proved by the following tests made by the 

Lewis Institute, Chicago: 
LEWIS INSTITUTE 
Chicago. 
March 18, 1922. 
Marathon Electric Manufacturing Co.., 
Wausau, Wisconsin, 
Gentlemen: 

We give below results of tests com- 
pleted yesterday at the Lewis Insti- 
tute, of five of your fans, equipped 
with new type of blade. 

Fans were mounted in the center 
of a sheet iron tube 20 feet long and 
25 inches diameter. Volume of air 
moved was measured over different 
sections, at the intake, with a wind- 
mill type of anemometer. 


























Diameter ge Speed Cu. Ft. 
of Fan Motor R. PP. M.. { Per Min. 
















16 in. IZ 1160 2280 
6°" lj, 1740 3040 
19,‘ Vy 1160 3350 
Bs 4 1740 5050 
















Nal WA 1160 4700 





















Respectfully submitted, 
LEWIS INSTITUTE, 
3y F. H. Wade, 


Professor of Physics and Engineering 










The five fans tested were of the 
wall-tvype here shown. The new 
Varathon “OK” 18-in, Fan thai delivers 5000 cu. ft. of air per minute type of Marathon “OK” fan blade 
moves at least 50% more air for a 
given diameter than ordinary fans. 



















See prices on next page 














Marathon “OK” Service Guarantee 


Every Marathon Motor is guaranteed for one year; a new motor being delivered by express pre- 
paid, should defects develop the first year. A SERVICE GUARANTEE TAG wired to each . 
Marathon Motor entitles the buyer to expert advice at any time during its use. 
(See next page for details and prices) 
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Lowest Prices Ever Quoted on 
Equipment of this High Class 


By equipping our modern plant with improved machinery which produces the parts in mul- 
tiples, largely automatically, and by being satisfied with a fractional profit, we are able to 
name the following prices: 


Marathon “OK” Wall Fans 


(See cut on opposite page) 


with 110 or 220 volt, 60 cycle, A. C. motor, 1, 2, or 3 
phase; totally enclosed, dust-proof frame, new high- 


capacity curved fan blades of special design and pitch. 



































Description Prices F. O. B. Wausau 
: . Capacity 0 

Diam- Speed |; aGaERS a iG of 32 or 110} 220 volt 

eter HP- |r pv.) Cu: Ft] 220volt | opcl p.c 
“seo? Per Nin re: ei ini 

16 in. IZ s 1160 2280 $30.00 $32.00 $33.00 

16.“ 1% 1740 3040 30.00 22.00 33.00 

1 VG 1160 3350 35.00 37.00 38.00 

18 “ YY 1740 5050 35.00 37.00 38.00 

20 “ lf, 1160 4700 40.00 42.00 43.00 

Other Cycles—1 or 3 phase only............ _...$2.00 extra 


50 cycles—1450 rpm 


40 cycles—1160 rpm 


Thermostat 


control 


Brackets for any size.. 


10 foot cord with plug 


one phase only. 


30 cycles—1740 rpm 


54 


5 cycles—1450 rpm 


$15.00 extra 


») 


50 extra 


1.60 extra 


Marathon“OK’” Ceiling Fans 


Totally enclosed, dust-proof motor, sold 


under our SERVICE 


GUARANTEE. 





Varathon 


“OR” 


Ceiling 


Fan 
































Description Prices F. O. B. Wausau 
; : 110 or 22 32 or 110 2 volt 
Diameter HP Speed 10 o1 ~~ 0 2 or 1M 220 vi 
volt A.C. volt D.¢ 1).¢ 
16 in. I~ 1160 rpm $38.00 $40.00 $41.00 
1 1G 1740 “ 38.00 40.00 $1.00 
1s “ VA 1160 40.00 42.00 $3.00 
16 * 4 1740 40.00 $2.00 $3.00 
26" 4 1160 42.00 14.00 5.00 
Two dollars extra for 50, 40, 30 or 25 cycles. 


For speeds on odd cycles, see note under wall fans. 
I ‘ 


JOBBERS and DEALERS —ask for DISCOUNTS 


Sell a complete system, including wall and 


theatres, halls, churches, schools, offices, stores, 
ment will cooperate with you to the limit. 


Marathon Electric Manufacturing Co. 
36 Island Street 


ceiling 


fans, to 
factories, laundries, 


hotels, 
a Cae 


clubs, 


restaurants, 
Our service depart- 


Wausau, Wis., U.S. A. 
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According to the Cleveland Electri- 
cal League, it costs approximately 16 
cents per person to impress 83,109 


people with the 
Not So advantages of con- 
Expensive venience _ outlets, 


proper lighting 
fixtures, and how to save time and 
Jabor with electrical appliances. 

The results of Cleveland's modern 
electrical homes have been so gratify- 
ing that it has been decided to open 
the fourth electrical home in the fifth 
city about June 1. 

* * * 

“Taking advantage of circumstances 
is what marks the successful sales- 
man in many lines; I think we electri- 


cal men _s also 
Unexpected should learn the 
Opportunities ‘trick’ of acting 


fast,” said W. F. 

Clark to a recent gathering of sales- 

men of the Erner Electric Co., Cleve- 
land jobber. 

“What I mean is this: The other 

day an insurance broker of New York 


advertised that he had saved a big 


hotel something like $1,450 a year in 
insurance premiums by advocating the 
installation of an electric glue pot. 
That advertisement, published in the 
newspaper, brought a dozen inquiries 
to our New York agent for automatic 
glue pots—but not one of those inquir- 
ies emanated from an electrical job- 
ber or dealer; they came from hotel 
supply men, from machinery supply 
jobbers, from fellows who are keen 
to ‘snipe’ an order wherever they see 
the chance. 

“Think what an opportunity that 
was—and what a pity that the elec- 
tric trade overlooked it entirely! Nor 
is the opportunity dead even yet. If 
one insurance broker is able to ‘sell’ 
a glue pot, others can. The insurance 
man in every town can be lined up as 
an auxiliary salesman by the jobber 
who is smart enough to act upon the 
hint. It is all a matter of keeping 
your eyes open for the unexpected 
sales opportunity and then acting 
fast. _Not many jobbers pay much 


=: 
v, 


_~ 








ertinent Sales Facts and 


Figures 


FT 





attention to the sale of industrial elec- 
tric heating specialties like glue pots, 
yet there is a big sale of these appli- 
ances, and when you can show a 
buyer that he saves fifty times the 
cost of the pot every year in insur- 
ance premium you re not going to have 
much trouble getting the order.” 
‘'s = 


Einstein contends that there is a 
boundary to space and that a ray of 
light, whether it starts from a candle 
or a star, if unob- 
structed, instead 
of traveling or- 
ever in a straight 
line through infinite ether, really final- 
ly returns to the place from which it 
started and that this curved course of 
light is influenced by gravity. 

Of course we know nothing of what 
light really is any more than we know 
what electricity is. Both of them 
are forces which seem to travel ac- 
cording to definite laws, and there our 
knowledge of them comes to an abrupt 
halt. 

Light is the swiftest traveling force 
known in nature. In one second from 


Something 
About Light 





Good Health Week 


Oct. 23-30, 1922 











the time it leaves its place of origin 
it has reached a point 186,000 miles 
distant. 

The human mind cannot conceive 
of such enormous speed. How much 
less, then, can it comprehend dis- 
tances so great that it takes thousands 
of years for light to travel from a 
star to our eye. 

It may serve to quiet your mind as 
you think on these things and realize 
our unimportance on this terrestrial 
sphere to know that Dr. Einstein says 
his discoveries and theories will have 
no effect on the activities of lighting 


salesmen. All they have to do is re- 


member they are selling one of the 
fastest articles in the universe. 


“Sell "Em Something More,” but 
use discretion as to how you sell 
them, says C. C. Baines, Terre Haute 
electrical dealer. 
According to him, 
there’s too much 
time and energy 
wasted in “swapping orders.” The 
salesman who tries to induce a dealer 
to give up one good electric cleaner 
for another would, nine times out of 
ten, be far better off if he would di- 
rect his efforts towards a fresh pros- 
pect. There is so much dirty carpet 
in the world—why work to “un-sell’”’ 
a dealer who is already thoroughly 
sold on one machine, when with the 
same effort you can easily sell a new 
dealer or two? 

“The representative of a competi- 
tive cleaner company recently ap- 
proached me on the subject of han- 
dling his machine,” said Mr. Baines, 
“and after being told that we were 
not interested in making the change, 
he made the statement that he would 
like to show us that he had a good 
cleaner. We told him that we did not 
like to put on competitive tests, but 
he insisted, and we finally agreed to 
take him on. The contest was held, 
the challenger defeated by a wide 
margin, and a half-day was wasted for 
both the salesman and myself.” 

It’s a different matter if you know 
a dealer is having doubtful success 
with a poor machine. But other things 
being equal, it’s easier and more prof- 
itable to “sell some-one more’’ in- 
stead of trying to “un-sell” the man 
who’s satisfied. 

* + * 


Swapping 
Orders 


Total expenditure for building 
throughout the country for the year 
1921 was $1,595,165,192, a gain of 
14.9 per cent over 
the record year of 
1920, according to 
statistics compiled 
by Bradstreet’s. Reports from 150 
cities showed that $120,994,839 had 
been expended for building in Decem- 
ber, a gain of 112.8 per cent over 
December, 1920. 


Building 
Shows Gain 
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Here is a very profitable suggestion to 
make to your dealers. A $25.00 violet ray 
outfit, in popular demand, that they can sell 
under an 


Absolute Guarantee 
for 


$12.50 


This is the Halliwell machine that you see 
so prominently displayed in the best loca- 
tions in the larger communities. 


It is already well and favorably known. 
and it 


Sells On Its Reputation 


‘The violet ray has come into its own as a 
household electrical necessity. There should 
be a “Halliwell in Every Home.” The 
user, the dealer and the jobber have the sat- 








AA) 


HALLIWELL HOME OUTFIT isfaction of knowing that the Halliwell is 

P-walt-sgg eppe dnl, wet made and guaranteed by a house that has 
= Simple and easy to operate. ™ ; 

For alternating or direct current. been 


Y 


Contains general applicator and 7 feet of 
cord with attachment plug, instruction book. 


Handsome imitation leather carrying case. In Business 41 Years 


MAL 


I! 
ut 

















= seine Your sales work will be backed by our 
= — factory salesmen. Complete dealer helps 
= = a . : : 
= now and window displays furnished. 
listing 
$12.50 Our line is complete from this up to 
; $35.00 outfits, to fill any demand of the pub- 
Backed by . ° a : 
Absolute lie or medical profession. 


Guarantee 


HALLIWELL ELECTRIC CoO. 


305-309 E. 43rd Street NEW YORK 
i LO ML A 
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| The information given on this 

| page relates to no single manu- | 
facturer’s products, and no pref- | 

| erence is intended, the purpose 
being to furnish general sales 

| data of use to jobbers’ salesmen. | 





What are the chief functions of 
metallic conduit? 

It serves as a protecting raceway 
for insulated wires and cables, pre- 
venting damage to their insulation 
from mechanical causes or from chem- 
ical disintegration. It also serves as a 
convenient raceway, especially when 
installed in walls, floors or ceilings, 
into which wires may later be drawn 
as needed without ripping up plaster- 
ing, flooring or other finish. 

What are the principal kinds of 
metallic conduit used and where 
are they used ? 

Probably over 90 per cent of the 
metallic conduit in use in this country 
is rigid steel It 
chiefly for inclosing concealed light 


conduit. is used 
and power wiring in walls, ceilings 
and floors of all classes of buildings. 
It is also used for protection of wires 
and cables on the exterior walls of 
buildings, such as depot platforms, 
All these uses 

particularly the 
Rigid conduit is also 


docks, pavilions, ete. 
are increasing, in 
larger cities. 
coming into use for protection of low- 
voltage wiring in large buildings, such 
as for telephone, fire-alarm and pro- 
tective systems. It is often used for 
permanent wiring on or around ma- 
chinery, cars, locomotives, ships, ete. 

Flexible 
type of metallic conduit, which is used 
in wiring finished buildings in which 
installation of rigid conduit would re- 
quire tearing off plastering, pulling up 
of flooring, etc. It also finds employ- 


ment as an auxiliary to a rigid conduit 


steel conduit is another 


system that is being installed in a new 
building, where there are numerous 
bends to avoid obstructions. Likewise 
for the same purpose on machinery 
where connection must be 


and also 


made to a movable or vibrating part. 


How does rigid sieel conduit 
differ from iron pipe? 

Ordinary iron or steel pipe, such as 
is used for gas, air, steam, water, etc., 
or for railings and other supports, is 
for electrical 


unsuitable protecting 


wires chiefly because such pipe is not 
adapted to making bends. 

By contrast, conduit is made of 
what is called mild steel, which is es- 
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Data Sheet on 


STEEL CONDUIT 


pecially suitable for bending. Its in- 
terior is smooth and close to a true 
circular section, with quite uniform 
thickness of wall throughout. It has 
both surfaces well protected by either 
a zine or enamel coating or both. If 
zine is used on the interior, this is 
further covered by enamel to distin- 
guish it from galvanized pipe. 


What are the special require- 
ments of the tube and protective 
coating of rigid conduit? 

Aside from the above requirements 
for the tube, it must have a thorough- 
lv good weld and admit of cutting true 
and clean threads. All dirt, grease, 
scale and rust are removed from its 
inner and outer surfaces by either a 





SIZES AND WEIGHTS OF RIGID 
STEEL CONDUIT 
Minimum 


Electrical Weight of Ten 


Trade 10 ft. Lengths 
Sizes with Couplings 
(Inches) (Pounds) 
WA : 38.5 
3% eae ae 51.5 
VY, 79.0 
3, : 105.0 
1 153.0 
ly, 201.0 
1% es 249.0 
2 ; 334.0 
21, 527.0 
é 690.0 
BY, Hee 831.0 
4 982.0 
414, 1150.0 
5 s 1344.0 
6 ; ; hoa 1770.0 





mechanical or pickling cleansing proc- 
ess so as to permit the protecting 
coatings to adhere firmly and to have 
a smooth finish. The cleansing is done 
without serious reduction in weight of 
the finished conduit, which is required 
to be at least one-tenth that indicated 
in the accompanying table. 

It is standard practice to furnish 
conduit in 10-ft. lengths and to fur- 
nish one coupling for each length. 
The ends are reamed and externally 
threaded. The table gives what are 
known standard “Electrical 
Trade Sizes’; these are nominal in- 
side diameters of the finished conduit 
in inches. The 14, 34, 5 and 6-inch 
sizes are seldom called for. 

To protect the tube from ordinary 
rusting due to moisture and from the 


as the 


corrosion of salt water, acids, alkalies, 





In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





cte., it is given the coatings referred 
to. For this purpose a durable enamel 
is frequently used, and two coats are 
usually applied, each being baked 
hard and dry. The enamel must not 
soften at ordinary temperatures. It 
must have a uniform quality at all 
points and must be able to withstand 
standard smashing, flaking and bend- 
ing tests without cracking or flaking. 

Metallic protective coatings are ap- 
plied where special provision is  de- 
sired against rusting and corrosion. 
These are of three general types: (a) 
an electro-galvanized coating of zinc 
or copper and zinc applied by an elec- 
troplating process to the outside sur- 
face, and a coating or two of enamel 
on the inside; (b) a coating of zinc- 
iron alloy applied on both inner and 
outer surfaces by the sherardizing 
process, the inner (sometimes also the 
outer) having added on this an enamel 
coating; (c) a coating of zine applied 
on both surfaces by the hot galvaniz- 
ing (hot dip and wiping) process, fol- 
lowed by an enamel coating on the in- 
side. These metallic coatings must be 
smooth, of uniform quality, and must 
not soften at ordinary temperatures. 
They must be of such weight and 
auality as to afford protection against 
corrosion and of sufficient elasticity 
to withstand the bending test. 


What are the general features of 
flexible steel conduit ? 

It is usually composed of an inter- 
locking pair of helically wound steel 
strips. Each strip is of trough section. 
and the concave faces of the strips are 
turned toward each other with their 
edges overlapping. This construction 
gives a high degree of flexibility. The 
outer surface of the outer strip and 
the inner surface of the inner one are 
convex, thus presenting a series of 
well-rounded slight ridges which offer 
fairly smooth surfaces. 

This type of conduit affords excel- 
lent mechanical protection to the 
wires, and the latter can be readily 
drawn in or later withdrawn. All sur- 
faces of these conduits are protected 
by a heavy coating of zine. Flexible 
steel conduit is made in several sizes 
ranging in inside diameter from *°¢ 
to 244 inches. 






| 
} 
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TEN ORDERS IN ONE 


JOBBER: Are you wasting time writing up fez 
orders at less profit than one? Why not make 
more profit selling one piece of merchandise that 
will build up the Industry? The old method is 
25% safe, our method is 100%. Drop us a line, 
let us show. you your profit. Eliminate the pack- 
ing and waste. 


JOBBER’S SALESMEN: Get together with 


your ‘ boss.” 





Vwuvy 








ORDER Order No. 1976 


Req. No. 2378 


THE PROGRESSIVE ELECTRICAL JOBBER S#ssman 0% 17 


Ship when 4¢ Onc: 





Everywhere 
Date April] "922 


sold »____ Up-to-date Contractor 





Your Town 
TERMS: 2% 10 days, 30 days net. 





Please ship the following order as per terms and conditions named: 





100 No. 12211 “ Kantshoks” 350 | 00 


Signed_______ Up-to-date Contractor _ 








by I. M. WISE 











ORDER Order No. 103 


Reg. No. 260 
Salesman S.L.O. 


THE REGULAR ELECTRICAL JOBBER Ship when 11 On 


Somewhere 
Date dprill, 1922 


























e 
Sold t,.... One-Time Contractor 
Your Town 
TERMS: meas a 
Please ship the following order as per terms and conditions named: 
100 | Enclosed switches @ 1.60 each 160 | 00 
100 E.R Fittings @ 45 each 45 | 00 
100 L. R. Covers @ 11 each 11 | 00 
100 1” x 344” Nipples @ O05 each 5 | 00 
100 5” x 4” Nipples @ 06 each 6 | 00 
200 ¥44”” Bushings @ 2.15 each 4| 30 
200 ¥4”” Lock Nuts @ IO each 1 | 80 
200 Double Branch Cut-outs @ 25 each 50 | 00 
400 Stove Bolts @ 75 each 3| 00 
100 6" x 8x 3” Cabinets @ -35 each 35| 00 
«$3271 10 
THE LEWIS ELECTRIC COMPANY Signed One-Time Contractor. 


MINERVA, OHIO, U.S. A. By U. B. WISE 





































































THE JOBBER’S fA)SALESMAN 














Broadcasting Over Electric 
Service Circuits 
According to General George O. 
Squier, chief signal officer of the U. 
S. Army, central-station companies 
will be able to furnish broadcasting 
service to their patrons through any 
socket on their particular systems. 
Practically any radio receiving set, it 
is claimed, can be used without anten- 
nas or wave filters by merely plug- 
ging it into a service outlet. It is also 
contended that the power and light- 
ing circuits will have no distorting 
effect on the speech or music trans- 
mitted. 
Washington late in March, a standard 
receiving set with loud-speaking horn 
being utilized to illustrate the method. 
Some doubt has been expressed as 
to the feasibility of carrying the high- 
frequency currents past transformers 


A demonstration was made in 


ind other apparatus having high im- 
pedence, and it is also claimed by 
authorities that there will be 
trouble in transmitting over under- 


some 


ground circuits because of the capa- 

city effect, but further developments 

will likely overcome these difficulties. 
* * * 


A. I. E. E. Meeting 


Two features of the spring meet- 
ing of the American Institute of Elec- 
trical Engineers, to be held in Chi- 
cago, April 19-21, will be a sympo- 
sium on the transmission of energy 
from coal mines to large centers of 
distribution, and one on the proposed 
St. Lawrence seaway. The session 
on Friday morning, April 21, will be 
given over to papers on electrical 
equipment for cranes and elevators. 


* * * 


Public Hearing on Branch 
Circuit Rules 


A hearing will be held in the assem- 
bly rooms of the Chicago Board of 
Fire Underwriters of Chicago, 175 
West Jackson boulevard, beginning at 
10 a. m., Tuesday, April 18, by the 
members of the standing committees 
on devices and materials and on wir- 
ing systems and standards of the elec- 





trical committee of the National Fire 
Protection Association to afford op- 
portunity to all interested to express 
their regarding a proposal 
which has been made to change Rule 
23d and related rules of the 1920 edi- 
tion of the National Electrical Code 
covering limitations upon maximum 


views 


load of branch circuits. 

The meeting will be in charge of 
A. Penn Denton, Seventeenth and Oak 
streets, Kansas City, Mo., and A. R. 
Small, 207 East Ohio street, Chicago. 

It is the present plan to arrange for 
a second public hearing, probably in 
New York City, on or about May 15. 


* * * 


State Associations to Meet 

The Missouri Association of Public 
Utilities will hold its sixteenth annual 
convention at Daniel Boone Tavern, 


Columbia, Mo., May 4-6. Among the 





A Suggestion 


OME electrical appliances, such 

as vacuum cleaners and_ fans, 
— have a switch incorporated right 
in the appliance, thereby affording 
positive and convenient control. But 
the majority of the remaining de- 
vices, such as flatirons, toasters, per- 
colators, grills, etc., are seldom pro- 
vided with a control switch. 

Practically all branches of the 
electrical industry would be bene- 
fited if a practice of furnishing 
switches with all appliances could 
be made universal. First, it would 
help the users, because they would 
be better satisfied if the appliances 
came to them already equipped with 
switches. Second, this greater sat- 
isfaction on the part of users would 
be reflected in greater sales hy the 
retailers, and consequently by job- 
bers and manufacturers. 

The additional expense caused by 
equipping appliances with switches 
is estimated at only 5 to 10 per cent 
of the total cost of each device, 
and the advantages should more 
than offset such a slight increase in 
manufacturing cost, which would, in 
the end, be passed on to the ulti- 
mate consumer. 

It would seem that a collective 
effort should be made to induce 
manufacturers of socket devices to 
equip their products with switches. 

What is your opinion about it? 














speakers will be W. J. Canada of the 
National Electric Light Association, 
who will have “Inductive Interfer- 
ence” for his topic. 

The Tri-State Water and Light 
Association of the Carolinas and 
Georgia will hold a convention at 
Spartanburg, S. C., April 19-21. 


* * * 


Associated Manufacturers Meet 


The manufacturers of laminated 
phenolic condensation products have 
formed a section of the Associated 
Manufacturers of Electrical Supplies. 
Organization was effected at a meet- 
ing in New York City, March 7, D. J. 
O’Conor, of the Formica Insulation 
Co. being elected chairman; J. P. 
Wright of the Continental Fibre Co., 
W. Taylor of the 
Diamond State Fibre Co., treasurer. 
E. H. Ott of the Westinghouse Elec- 
tric & Manufacturing Co, was ap- 
pointed chairman of the standardiza- 
tion committee. 

The fan motor section held a meet- 
ing March 15, and besides doing a 
great deal of constructive planning 
elected the following officers: Chair- 
man, W. W. Robbins & 
Myers -Co., and secretary-treasurer, 
C. C. Remsen, Diehl Manufacturing 
Co. 

It was voted to hold the regular 
summer section meetings at Spring 
Lake Beach, N. J., during the week 
of June 19. 


secretary, and J. 


Mumma, 


* * * 


G-E Opens Radio Broadcasting 
Station 


Further stimulation to an already 
active market for radio supplies and 
apparatus is indicated by the an- 
nouncement that the General Electric 
Co. has established a radio broad- 
casting station at its plant in Schenec- 
tady, N. Y. 

This station is the most powerful of 
the kind in the country and oper- 
ates on a 360-meter wave length under 
the call letters WGY. Introduced to 
the small army of amateurs un- 
heralded, WGY has already been 


heard as far south as Santa Clara, 
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Emeralites are Popular 


Because They Please EMERALITES 


Never did and never will have 
merely price appeal 


AS ELECTRICAL 
MERCHANDISE 


” They are made first on a quality 
basis, and then priced to allow those 
concerned with their sale a whole- 
some margin of profit. 


ANY OF YOUR DEALERS 


Who do not realize this principle 
and always cry for cheaper goods 
should be shown that no article is 
high priced that has real value and 
for which the purchaser has no re- 
grets after his investment. The old 
saying 


“Hitch Your Wagon to a Star,” 







































holds good today. No dealer ever 
lost anything by being identified 
with a success. It is only the failures 
and “would bes” that hurt. 


IT IS YOUR DUTY AS A 
JOBBER’S SALESMAN 


To help your dealer gather to- 
gether a line of honest goods of 
quality and learn to sell them to the 
public at prices which will enable 
him to stay in business and become 
one of the successful fifteen out of 
every hundred that enter the field. 


KIND TO _ EYES — EMER ALITES 
H. G. McFaddin & Co. Represent one item in such a line. 


37 WARREN ST., NEW YORK CITY 
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It begins to look like an important conference is in the offing, for here we find 
together (from left to right) W. A. (Walt) Alden of the Benjamin Electric Mfg. Co., 
San Francisco, and Robert L. (Bob) Marshall and C. L. (Charlie) Sumner of the 


Alexander & Lavenson Electrical Supply Co., San Francisco. 


Walt was just telling 


Bob and Charlie something that sounded like better lighting and “more outlets per 


socket.” 





Cuba, and west to Cedar Rapids, 
Iowa, despite the fact that no attempt 
has been made to obtain great dis- 
tances. The WGY station contains the 
most modern radio-sending apparatus 
connected from the roof of a five-story 
factory building to two 183-ft. towers 
spaced 350 ft. apart. These support 
the antenna at such height as to give 
unobstructed passage to the waves. 

A three-room studio where the 
programs are produced is located in 
an office building nearby. The G-E 
been sending out im- 


station has 


Announcement of a complete line of 
radio apparatus for the amateur is ex- 
pected to be made shortly by the com- 
pany, which is bending every effort to 
increase manufacturing facilities to 
meet the fast increasing demand. The 
G-E 
through 


radio equipment will be sold 
the Radio Corporation of 
America. 
* * * 

Discuss Public Relations 

Questions concerning the attitude 
of central-station companies toward 
the public were considered at the an- 


nual convention of the Oklahoma 
Utilities Association, held in Okla- 
homa City, March 15-16. Among 


those who addressed the delegates 
were Noah W. Simpson, Public Serv- 
ice Commission of Missouri; C. A. 
Shock, Sherman, Tex.; Judge W. L. 
Industrial Court, 
Announcement was 


Huggins, Kansas 
and J. H. Gill. 
made of the resignation of H. A. Lane, 


who has been manager of the associa- 


tion since it was organized in 1918 
and who will become assistant to Ex- 
ecutive Manager Aylesworth of the 
National Electric Light Association. 
Officers were elected as_ follows: 
President, F. W. Insull, Tulsa; first 
vice-president, Mooter, 
Hanna; second vice-president, J. C. 
Chestnut, Choctaw, and acting secre- 
tary, O. D. Hall. 


* * * 


Electrical Homes in Quebec 

The Electrical Co-operative Asso- 
ciation of the Province of Quebec, 
Canada, has made arrangements for 
opening several modern electrical 
homes throughout the province during 
the year. The first is located in the 
Cote des Neiges Road, which is in the 
choice residential district of Montreal. 
Similar homes will be opened in 
Outremont, Notre de 
Annex and Westmount. 


Sherman 


Dame Grace, 

The association has arranged to co- 
operate closely with the Canadian 
Electrical Association, which is a divi- 
sion of the National Electric Light 
Association, to avoid overlapping and 
to make the work more effective. 

* * * 

General Electric Gets Big 

Coast Order 
Southern 


The 


California Edison 


Co., Los Angeles, has just placed an 
order with the General Electric Co., 
involving a total of 455,000 kv-a. of 
220,000-volt transforming equipment, 
60,000 kw. of 72,000-volt transform- 
ers, a 17,500-kv-a. generator, a 30,- 
000-kv-a. synchronous condenser and 








a considerable amount of switching 
equipment, including eight 220,000- 
volt oil circuit-breakers. This order is 
for additional equipment for the 
Southern California Edison’s Big 
Creek No. 1 power house and the 
initial equipment for the new receiving 
substation known as Laguna Belle, 
and it includes auto-transformers to 
be used in raising existing stations to 
the new transmission voltage of 220,- 
000 volts. It is reported that the or- 
der will amount to over $1,000,000. 
; * * * 


Radio Conference Allocates 
Wave Lengths 


The radio-telephone conference held 
at Washington in March made a num 
ber of recommendations for 
laws and outlined specifications for 
wave lengths of various classes of 
radio communication. It was deemed 
advisable to place the control of radio 
communication in the hands of the 
Department of Commerce. 

The committee recommended that 
wave lengths below 600 meters be re 


radio 




















W. J. Becker, general manager of the 
Liberty Gauge & Instrument Co., Cleve 
land, manufacturer of the “Liberty” hot 
plate, shows the hands that guide the des 
tiny of his company. After spending 2 
years in the insurance business as genera 
manager of the Metropolitan Life Insur 
ance Co. Mr. Becker made his presen 
connection. He is also vice-president o 
the Royal Mortgage Co., a director in th 
Southwest Building & Loan Co., and a 
advisory board member of the Unité 
Banking & Savings Co. 











April, 1922 


THE JoBpBER'S[f~]SaLESMAN 





+1 





given below. 


Know the Anylite Twin Plug— 
Then Sell It 


The more you know about a thing the easier it is to sell it. The 


Anylite Twin Plug has many points in its favor, a few of which are 
Know why it gives more satisfaction than any other. 


The soldered tip forms an excellent contact surface and it also prevents loosening of the 


parts. The plug will not come apart in any way. 


This shoulder gives 
1/16 inch greater 
length to the neck 
without conflict- 
ing with the Under- 
writer’s rules. It en- 
ables the plug to fit 
into deep sockets, in 
which it would other- 
wise fail to make con- 
tact. 


The cold molded cov- 
er is very strong and 
made to stand the 
hardest use. It is not 
affected by moisture 
and will not soften 
from heat. 





E. A very important 


point is the spring 
contact which insures 
perfect electrical con- 
nection at all times, 
regardless of any vi- 
bration. The great 
value of this contact 
is little realized by 
users of double serv- 
ice plugs. 


Neatness and 
strength are insured 
by joints that fit. No- 
tice that these cannot 
separate. 














D. The hard vulcanized fibre legs will not G. The metal parts are heavy and take all 
curl at the tips, and are polished to match mechanical strain. Also they have ample 
the cover. current carrying capacity. 


Combined with the above is the fact that the Anylite Twin Plug will fit under the average 
shade. Then the neat appearance and great strength assures the purchaser thet he has 
the greatest possible value for the amount invested. 


Sell ’em Something More 


With Every Fan—An Anyglite Twin Plug 


ANYLITE ELECTRIC COMPANY 


1130 Wall Street, Fort Wayne, Ind. 


REPRESENTATIVES 


A. Hall Berry, 71-73 Murray St., New York City S. E. Wiedemer, 5822 Central St., Kansas City, Mo. 
Paul W. Koch & Co., 19 S. Wells St., Chicago. U. S. Electric Co., 710 Polk St., San Francisco 
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No, this ain’t one of them dawgs that 
make life interesting for the house-to- 
house fellers. It’s “‘Markwood Sonora,” 
owned by J. O. Morris, vice-president and 
general manager of the Electric Supply 
& -Equipment Co., Hartford, Conn. She is 
a bull terrier and took the “winners 
bitches” at the recent New York show. 
She also defeated Champion “Lionheart,” 
winners male, for the best puppy bull ter- 
rier. “Sonora” is by the English cham- 
pion “Oaksford Gladiator,” out of ‘Mark- 
wood Peggy,” which Mr. Morris imported 
from England last year. O. H. Kroell, 
manager of Albany branch of the Elec- 
tric Supply & Equipment Co., owns 
“Markwood Paprika,” a sister to “Sonora,” 
which took the “winners” at Newport, 
R. I., not long ago. 





served for radio telephone service but 
that those wave lengths which have 
become fixed in service for telegraph 
within this range, such as S. O. S. 
signals, should be retained. 

In reserving wave lengths between 
159 and 275 meters for amateurs, the 
committee that they 
should police themselves as to the di- 
vision of their wave bands between 
different varieties of amateur work. 
The following is the allocation of 
wave lengths by classes of service: 


recommended 


telephone experi- 
6,000 to 5,000 me- 


Transoceanic radio 
ments, non-exclusive, 
ters. 

Fixed service radio telephony, nen-ex- 
clusive, 3,800 to 2,850 meters. 

Mobile service radio telephony, non-ex- 
clusive, 2,650 to 2,500 meters. 

Government broadcasting, non-exlusive, 
2,050 to 1,850 meters. 

Fixed station radio telephony, non-ex- 
clusive, 1,650 to 1,550 meters. 

Aircraft radio telephony and telegraphy, 
exclusive, 1,550 to 1,500 meters. 

Government and _ public broadcasting, 
1,500 to 1,050 meters. 

Radio beacons, exclusive, 
meters. 

Aircraft radio telephony and telegraphy, 
exclusive, 950 to 850 meters. 

Radio compass, exclusive, 
meters. 

Government and public broadcasting 700 
miles inland, 750 to 700 meters. 

Mobile radio telephony, non-exclusive, 
750 to 600 meters. 

Mobile radio telegraphy, exclusive, 650 
to 525 meters. 

Aircraft radio telephony and telegraphy, 
exclusive, 525 to 500 meters. 

Private and toll broadcasting, exclusive, 
435 to 410 meters. 

Restricted special amateur radio tele- 
graphy, non-exclusive, 310 meters. 

City and public safety broadcasting, ex- 
clusive, 285 to 275 meters. 


1,050 to 950 


850 to 750 


Technical and training schools (shared 
with amateur), 275 to 200 meters. 

Amateur (exclusive, 150 to 200, shared 
with technical and training schools, 200 to 
275 meters), 275 to 150 meters. 
Reserved, below 150 meters. 


* * * 


Handbook on Controllers 


Descriptions of apparatus classed 
under the general heading of motor 
controllers are given in a handbovk 
recently issued by the Electric Power 
Club. Standardized definitions of the 
different terms used in connection 
with controllers are also included. 
Copies of the handbook may be ob- 
tained from members of the Electric 
Power Club, which include the leading 
manufacturers of electric power and 
control apparatus, or by making re- 
quest to S. N. Clarkson, executive sec- 
retary, 1017 Clive street, St. Louis. 


* * * 


Says Radio Will Become 
Staple Product 


Commenting on the situation in the 
radio field, J. Livor, secretary and 
sales manager of the Pettingell-An- 
drews Co., Boston, recently stated 
that it was his opinion that the frantic 
rush for receiving sets will have spent 
itself before many weeks, particularly 
because the summer season will bring 


adverse static conditions. By autumn 





radio will have found itself and will 
settle down into a steady merchandis- 
ing proposition. His company has 
sold a large number of sets and is 
making it a rule to instruct the deal- 
ers so that they, in turn, can instruct 
their customers in the proper use and 
maintenance of radio equipment. 

Building in and around Boston is 
slow in gaining headway, according to 
Mr. Livor. There has been consider- 
able remodeling and wiring of old 
houses, which has brought in a good 
volume of business. Many $25,000 to 
$35,000 homes were built in the Bos- 
ton district during the past few years, 
but it is noticeable this spring that 
the number has fallen off to a marked 
degree. 

* * * 
Illuminating Engineers’ 
Meeting 

The sixteenth annual convention of 
the Illuminating Engineering Society 
will be held in Boston, Sept. 25-28. 
The committee in charge of arrange 
ments consists of C. L. Edgar, presi- 
dent of the Edison Electric Illumin- 
ating Co. of Boston; H. F. Wallace, 
New England manager of the Edison 
Lamp Works of General Electric Co., 
and J. Daniels, illuminating engineer 
of the Edison Electric Illuminating 
Co. of Boston. 



































50 ways 
I can improve myself in 1922 
Physically Mentally Morally Financially Socially 
ea 
e ie 7 a 
i 
© —— food, | ® Think sanely. | © Lt is right, | © Increase my @® Avoid bad 
quantity. @ Learn from beta. “i mes ae 
@® Regularit mertal ‘ @® Decrease Select hel 
in laine” supenors. ® Be truthful. unnecessary ° ful me 
o WEEE, [© team to | © Yeore rece | 5 same” | @ think alone 
leave table teten —s e | ©. nee, @ Learn to be 
aererdi attentively. ® Seek elevating aed Postal happy alone. 
W recreation. : ‘ 
as art of all we] © pel © Don’t deceive | @ Money makes | © Family best 
ave eaten. and books. yourself. money. © iene 
© minute, three | © Improve the | © Learn to say | © Gent gamble alone, my 
times daily. ‘ : Mak : problems. 
© Air—moet @® Concentrate. ® Live up ° ee @ Avoid so- 
© SRE i. | © Don't worry | 2221, | @ Hard work, | called society 
ficial light. unnecessarily. ® Avoid @ Study the ® Entertain 
© Water inside | © Be systernatic. dompention . wager’ , economically. 
and outside. ; : ‘ F ay c or Stand well 
® Loose © bh gg both @ Form good everything. ° with an 
clothing. 7 aie habits. @ Increase neighbors. 
® Early to sleep; | 6 Avoid inferior | @ Have a credit @ Do some 
get plenty. minds. Constitution. balance. welfare work. 








The fellow who’s always moralizing gets to be a pest, and we soon learn to stee' 


clear of him. 
them. 
life. 


recently issued by the National Cash Register Co. to its salesmen. 
say, “Paste this in your hat,” and it wouldn’t be a bad idea at that. 





Still, there’s such a thing as having a set of standards and living up ‘v 
The better they are, the less trouble we get into, and the more we get out 0! 
Above are 50 concise, sensible hints for self-improvement given in a_ book! 


Some folks wou!’ 
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THE UNIT OF ‘ \o\ eee FOR STORES, OFFICES, 
DAY BRIGHTNESS id SCHOOLS, ETC. 








You can’t stock them all, but you can 
stock (and sell) one of the best 


No one jobber could possibly carry every commercial lighting 
unit made—besides it isn’t necessary. But neither is this a rea- 
son for not stocking any. The logical solution is to select one 
good unit, made by a reputable manufacturer, advertised widely 
and of general application, and then push that unit! 





Denzar is an exceptionally good unit for jobber distribution. It 
is built and wired complete in the Denzar factory. It is packed 
in strong corrugated, cardboard cartons which are durable 
enough for reconsignment. And it is successfully lighting thou- 
sands of stores, offices, schools, ete. 





Hundreds of dealers sell Denzar exclusively. Attractive litera- 
ture is furnished to them and to jobbers—a notable booklet being 
the new Denzar D-7 Catalog. Shall we send you a copy and tell 
you how other jobbers increase their sales by pushing Denzar? 








Beardslee Chandelier Manufacturing Co. [ysmex,, 


Manufacturers of a Complete Line cf Chandeliers for Every Lighting Requirement 


218 South Jefferson Street, CHICAGO Aa zz 
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Notes About Jobbers 


Enters Radio Field‘ ~ 


J. Oliver Morris, vice-president of 
the Electrical Supply & Equipment 
Co., has announced the entrance into 
the radio field of its main house at 
Hartford, Conn., and branches at 
Albany and~ Elmira, N. Y., and 
Scranton and Reading, Pa. The 
radio departments will be run sep- 
arate from the regular jobbing busi- 
ness, with a special man in charge at 
each house. Equipments from $25 to 
$500 will be handled, starting with 
the De Forest and Tosca lines. 
American “Eveready” storage _bat- 
teries and dry cells will be carried 
especially for radio work. 

* * # 
Business Improves in Baltimore 
; Territory 

H. E. Parsons, president of the 
Chesapeake Electric Co., Baltimore, 
reports business on the increase in 
Maryland and surounding territory. 
Great activity in building is expected 
this spring, adverse weather condi- 
While collec- 


tions are poor in some localities they 


tions holding it back. 


are surprisingly good in others. 
In anticipation of increased busi- 
ness the company is planning to add 


H. J. 


Klaunberg recently joined the com- 


to its selling organization. 


pany’s sales force and will cover west 


ern Maryland, Virginia and part of 
West Virginia. While a newcomer in 
the electrical field he has been for a 
number of years a jobber’s salesman 
in the hardware field, covering prac- 
tically the same territory. He takes 
the place of B. E. Achenbach, who left 
the Chesapeake company the first of 
the year to go into business for him- 
self as a contractor-dealer. 
x * * 


New Manager at Hamilton 

A. A. Tufford has succeeded J. A. 
Daly as manager of the Northern 
Electric Co.’s branch house in Hamil- 
ton, Ont., the latter having been pro- 
moted to the managership of the 
Regina, Sask., house. Mr. Tufford was 
stationed at Vancouver, B. C., for 
several years, and prior to his recent 
transfer was connected with the 
Toronto house of the Northern Elec- 
tric Co. 

* * * 
Alpha Electric Purchases 
Northwestern 

Announcement was made March 
20 by the Alpha Electric Co., 151 
West 30th street, New York, that it 
has purchased the stock, fixtures and 
good-will of the Northwestern Elec- 
tric Equipment Co., 379 Washington 
street, New York. By this move the 
Alpha company becomes the Westing- 











Employes of the Interstate Electric Co., Shreveport, La., were guests of the com- 


pany at a dinner-dance given March 11 to commemorate its second anniversary. 


S. R. 


Elliott, vice-president and general manager, was the chief speaker, and told how the 
company has succeeded during the past two years. “Quick, satisfactory service and a 


square deal to all has built this business,” he said. 
Mr. and Mrs. S. H. Heatherwick, Jim Patton, R. A. 


following were in attendance: 


Besides Mr. and Mrs. Elliott the 


Clark, C. C. Colquitt, R. M. Middleton, C. C. Wimbish, C. R. Stone, George W. Evans, 
EK. D. Lewis, Miss Clarice Matthews and N. J. Carroll, Miss Elizabeth Elliott and 
John V. Hendricks, Miss Jennie Levy and Louis Levy, Miss Lucille Crawford and 
J. W. Cook, Miss Ethel Green and Jack Levine, Miss Mattie*Walker and S. A. Duprey, 
Miss Hazel DeLong and E. L. Jones, Miss Mae Northcutt and W. T. Barnes, Miss 
Alfred Lock and William Bayliss, Warren Parish, W. L. 
R. H. Censata. 


Price, H. E. Kinby and 








J. C. McNamara, of the Smith-Perry 
Electric Co., Dallas, Tex., (on the left) 
was caught just as he was congratulating 
R. H. (Bob) Short on his recent appoint- 
ment as southern district manager for the 
Apex Electrical Distributing Co., of 
Cleveland. Mac seems to take it seriously 
but Bob seems to be rather amused over it. 





house agent-jobber in the metropoli- 
tan district, the Northwestern com- 
pany having held that relation to the 
Westinghouse company for a ijong 
period of years. 

The Northwestern Electric Equip 
ment Co. has been in the electrical 
supply jobbing business in New York 
City since 1908 when it was organized 
by J. E. MeClernon and W. J. Jock- 
ers. It started with a small ware- 
house and office in Brooklyn, later 
moving to 42nd street and still later 
to the six-story building at 35 Vestry 
street, New York City. Shortly af- 
ter the company was formed it be- 
came a Westinghouse agent-jobber. 

The Alpha Electric Co. was organ- 
ized in April, 1912, by A. F. Thacher, 
M. Coleman, E. Coleman, W. W. Wil- 
liamson and Frank H. Traub. It was 
established first at 116 West 29th 
street, but outgrew these quarters and 
six years later moved to its present 
location. An additional 
was purchased at this time at 216 
West 30th street, which more than 
tripled the floor space. 

The company enjoys the distinction 
of being one of the pioneers to adopt 


warehouse 
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You Salesmen!—Are 


You Pushing This Re- 
markable Seller? 


The Star Electric Fan — now 
made in two models—continues 
to be the most popular, fastest 
selling electric fan ever pro- 
duced. Retailers are ordering 
them in large quantities—and it 
will be only a short time before 
the sweltering public will be 
making thousands of purchases. 








Finished in sparkling nickel, with trouble-proof mo- 
tor. 8 in. fan blades and 6 ft. of cord. The Star is a 
super-value at its remarkable retail price of $10. Re- 
member two models now being manufactured: 
Universal type Motor—for any Current, Induction 
type Motor—for Alternating Current. Fitzgerald 
Mfg. Co., Torrington, Conn. 


Push 
STAR Electrical Necessities 


Star Violet Ray Outfits. Three 
fast selling models sai 
-------.----$12.50, $25.00 and $50.00 


The famous Star Electric Mas- 
sage Vibrator—Retails_...$5.00 
The Motor-Driven Star Elec- 


tric Massage Vibrator—Re- 
a 


Star Electric Toaster. Revers- 
ible type. All nickel finish- 

- , : ; , Reteie at ......<.... _......-$5.00 
The Star Klectric Hair Dyer— 
A wonderful seller! Going big 
everywhere—Retails _....$12.50 


Star Electric Heaters. Two re- 
markable items..$5.00 and $9.00 
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“Lashed to the Mast” is the 


title of this little 





” - j 


A. Hadler, 


Our hero, W. 








scene, 


president of the Lighting Fixture Dealers’ Society of Buffalo, is chuckling over the 


capture of the villian, L. E. 


LeVee, of the Smith, LeVee Electric Corp., Buffalo, 


while the fond father, George Fowler, of Tonawanda, with his back to us, is thinking 
up the dire punishment to be administered. 





the “‘wholesale only’’ policy in the 
Metropolitan district and now ranks 
with the largest jobbers in that ter- 
ritory. The personnel will not be 
changed, although some members of 
the 


force have been retained. 


company’s sales 
The officers 
of the company are M. Colman, presi- 
dent; G. E. 
and treasurer; A. 
Walter Williamson, 
H. S. Wilson, 


ager, and E, A. Sweeney, manager of 


Northwestern 


Coleman, vice-president 
F. Thacher, secre- 
tary; general 
manager ; sales man- 
the specialty department. 

* * * 


Starts Radio Department 


The Hartman-Spreng Co., Mans- 
field, Ohio, is keeping pace with the 
trend of the times by instituting a new 
radio department in charge of Charles 
C. Craig. He is laying big plans for 
the future and says he will be able to 
supply dealers with everything ap- 
pertaining to wireless telephone sets. 

* * * 

Campaign for Better Service 
Wiring 

With the use of electrical 


increasing at the rate of 10 per cent 


energy 


annually and a yearly consumption of 
energy in Washington, Oregon and 
California nearly three times as much 
per capita as for the rest of the United 
States, the Pacific States Electric Co., 
realizing the growing importance of 
electrical energy to the average home 
owner, has inaugurated an _ educa- 
tional campaign to establish a basis of 
between electrical 


confidence con- 


tractor and home owner. The cam- 


paign is under way in Seattle and is 


being conducted under the immediate 
direction of David E. Harris, vice- 
president and general manager of the 
Pacific States Electric Co., San Fran- 
cisco, and J. D. Barnhill of Evans & 
Barnhill, Inc., also of San Francisco. 

It is contended by those in charge 
of the campaign that in spite of the 
rapid growth of the use of electricity 
in the home most people fail to get the 
full value of the electrical service to 
which they are entitled because they 
have not realized the importance of 
quality in the original installation. 
Recent surveys have indicated clearly 
that the owner often fails to get the 
service which he may reasonably ex- 
pect because wiring contracts are let 
Letting 


on the basis of price alone. 





contracts to the lowest bidder, they 
say, usually means that the work is 
poorly done. It is claimed that the 
average number of outlets at the pres- 
ent time is only one-half the number 
required for the best results. 

* * # 


Waldso Turner Retires From 
Electrical Warehouse, Inc. 
Waldso Turner has retired from the 

management of the Electrical Ware- 

house, Inc., 452 West Larned street, 

Detroit, to devote all of his time to 

the Turner Engineering Co., also of 

Detroit, of which he is president and 

E. Zinsmeyer, who has 

been associated with the 

since Oct. 1, 1920, prior to which 
time he was sales manager for the 

Frank Adam Electric Co., St. Louis, 

succeeds Mr. Turner as_ president. 

T. J. Riley was elected vice-president 

and assistant general manager. 

* * * 
Jobbers’ Salesmen in Northwest 
Hold Meeting 


The second of a series of bi-monthly 


treasurer. 
company 


jobbers’ salesmen meetings conducted 
under the auspices of the Northwest 
Electrical Service League was held in 
Seattle, March 4, over 30 salesmen 
being present. 

Stephen I. 
tary of the league, acted as chairman, 
and discussed the work of the league 
and what the jobbers’ salesmen could 
do to help the league by helping in 
turn the various 
Mr. Chatfield, of the Electrical League 


Miller, manager-secre 


contractor-dealers. 








And the old Buick rambled right along. 
drove this old bus for the Electric Sales Co., Columbus. 


of the same city. 


could deliver supplies to the contractors in the afternoon. 
years makes—in position and automobiles. 





Ten years ago Herbert D. McCleery 
Today Herb is president and 
general manager of the McCleery-Carpenter Electric Co., electrical supply jobbers 


Herb says he used to work on the old wagon all morning so he 


What a difference a few 
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also 








Surface 
Tumbler 


Single Pole with 
Solid Base 
Also: 
Double pole 
Three-way 
Four-way. 
Solid or slotted base 


Flush 
Tumbler 


Single Pole, Standard 
Porcelain Base 
Also: 
Double pole 
Three-way 
Four-way 
Shallow. 
Porcelain or 


composition base 

















—A full line, too! 


Those who sell and install “H & H” 
Switches have a two-fold assurance of suc- 
cess. 


—The Line is not only complete but right 


up-to-the-minute. 


“H & H” Dependability has become a tradi- 
tion. It is the unconscious ideal toward 
which H & H Engineers strive in produc- 
ing the 


Line of Least Resistance— 
Complete in Satisfaction— 


Complete in service requirements. 


Write for complete details. 


THE HART Go HEGEMANM FGCo. 
HARTFORD, CONN., U. S. A. 
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REST, 
end Wa//ace 


PORTABLE ADJUSTABLE 
ALITYDS ~ 


They Answer the Big Urge of the Hour 


[Sell’Em Something More] 


There’s a big need for these lamps in every 
home regardless of the ones already there, be- 
cause of the unique places they fill. They stand, 
hang, clamp, anywhere, in any position, and re- 
flect a concentrated light exact- 
ly where wanted. For reading in 
bed, for the dresser, for shaving, 
for the back of the chair, for 
every place an ordinary light 
won't go, these lamps will. 



















THE GREIST> 
JUNIORLITE 


A big selling point of the 
Juniorlite is the 2-inch exten- 
sion parallel jaw clamp, a post- 
tive clamp for attaching lamp 
to round or square posts up to 
2 inches in thickness. 





Beautiful Designs 
Art Finishes 
Popular Prices 

Easy to Sell 
Profitable to Handle 


THE | 
GREIST @ LAMP 


WALLACE 


The Wallace is the smallest of 
the group, weighs about a 
pound and folds for traveling. 





Largest of the group; 
has swivel joint for 


shade adjustment. Greist Juniorlite 2 ‘ $5.00 to $6.00 
Wallace Lamps . . . $3.50 to $4.00 
Greist Lamps . . . $6.50 to $7.50 


These attractive lamps are made in Brushed 
Brass, Bronze, Verde Antique, Ivory, Nickel, 
ind in a number of handsome colored enamels. 
They are priced to appeal to the customer and 
at the same time allow good profit to dealer 
and jobber. 


Write for Catalog and Prices 
You will be interested in our No, 312-J Special 


Introductory Assortment: one dosen lamps, t- 
cluding the three models in assorted finishes. 


THE GREIST MFG. CO. 
New Haven, Conn. 


Specialists in Precision Manufacturing Since 1871 
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Here is C. E. (Buck) Buchanan bucking 
a snow storm with his little Ford. He is 
traveling in South Dakota for the North- 
land Electric Supply Co., of Minneapolis, 
and makes his headquarters at Huron. 
Judging from the prizes he is winning 
from the other Northland salesmen, he is 
right up to the minute in the “Sell "Em 
Something More” campaign. He won first 
place in the first two salesmen’s contests 
for largest percentage in increased sales 
and total volume of sales; third place in 
tke third contest for percentage of profit, 
and is now nailing down first place in the 
present contest for volume of sales. 





of Vancouver, B. C., was present, and 
told what the Vancouver League has 
done to improve conditions among the 
local dealers. He has advocated low 
stocks and quick turnover, and has 
found that the jobbers’ credit men are 
complimenting the league upon the 


fact that the contractor-dealers are 
improving their credit. Mr. Davis, 


special representative of the National 
Association of Electrical Contractors 
and Dealers, gave a short talk on his 
experiences with contractor-dealers, 
particularly in store display and win- 
dow trimming. 

Prof. W. D. Moriarty of the Col- 
lege of Business Administration of the 
University of Washington, brought 
out, in a new and effective way, the 
principles and functions of window 
trimming. Pictures of four window 
displays which have been decorated 
for the purpose were distributed to 
the salesmen, who, in turn, will use 
them in their work with the contractor- 
Professor dis- 


dealers. Moriarty 


cussed the function of window trim- 





ming as illustrated by the pictures. 
The principles of unity, simplicity, 
balance, grouping, harmony and ac- 
tion were illustrated and emphasized. 
He said that a window is used to an- 
nounce the store; that it should have, 
if possible, some heart interest; that 
what goes into the window depends 
upon the class and attitude of people 
that pass, whether they are in a hurry 
or have time for window shopping. 
He also said that most windows had 
too many articles in them, but by 
proper grouping all of them could be 
erranged effectively. 
* & & 
Looks for Activity in Building 
Operations 


Henry S. Wilson, sales manager of 
the Alpha Electric Co., Inc., New 
York City, registered a lot of en- 
thusiasm to a representative of THe 
Jopper’s SALESMAN about the middle 
of March. The two previous days had 
shown such an amount of new busi- 
ness that it seemed to him it could not 
be accounted for by putting it down 
for mere chance. He thinks the turn 
has come. One significant thing told 
him by a Long Island contractor was 
that in the relatively small territory 
within this operations 
there were 700 open foundations. Mr. 
Wilson looks for a decided increase in 
business due to building contruction 
and is of the opinion that by fall we 


contractor's 





will be in the midst of a rush. Re- 
cently there has been a noticeable in- 
crease in activity among industrial 
concerns. Orders small and 
spotted, but the number is increas- 
ing nevertheless. 


are 


* * * 


Faden Succeeds Washington 
Light Co. 

The Faden Electrical Supply Co., 
186 West Lake street, Chicago, has 
been organized to succeed the Wash- 
ington Light Co., formerly at that ad 
dress. Alex Faden, for the past six 
years president of the Metropolitan 
Electrical Supply Co., is president 
and treasurer of the new company, 
and Michael Loehr, formerly manager 
of the Metropolitan company, is sec- 
retary. Mr. Faden said that while his 
company would continue in the light- 
ing-fixture business, it would also en- 
gage in the electrical supply jobbing 
business. 

* * * 


Defines Its Policy 


In a recent announcement sent out 
by the ReQua Electrical Supply Co., 
Rochester, N. Y., the company makes 
a statement as to the policies it has 
adopted as a guide in the conduct of 
its business. Following is the state- 
ment 


(1) To confine our efforts, as we have 
since the beginning, exclusively to the 
wholesaling of electrical supplies, thus not 
competing with our customers, as would 




















When you get too heavy to swing a golf club, and 18 holes seems like a day’s work, 


there is another kind of golf to turn to—African. You don’t have to go out in the 
country to play it, but from the looks of things Frank Shumaker, secretary and gen- 
eral manager of the South Bend Electric Co., and Oscar Carmen, supply sales manager 
tor the General Electric Co. at Indianapolis, weren’t taking any chances with the cops, 
or bunkers either, for that matter. Note Shoe’s follow-through; he’s probably looking 
for a par 6, while Oscar’s praying for 7, the devil, to show. Too bad the photographer 
didn’t wait until Oscar got the dice; wonder what his form is like. 
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You Can’t Beat Plugs 


for SOLID SUPERIOR HEAT and SHOCK PROOF CONSTRUCTION 


Built for Long Life 


Heat- Resisting 
Composition 
No Solder 

No Wires 


Requires No 
Effort to Sell 
“Best” Plugs 





List 


No. 500. Duplex 
Plus . . $1.00 


No. 935. Heater 
~~... 


No. 1150. Heater 
Plug (with Push 
Thru Switch) 1.35 








Manufactured by 
Henry Hyman & Co. 
476 Broadway New York 


212-16 West Austin Avenue, Chicago 
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BE PREPARED 


to Assist Your Contractor, 
Dealer, Architect, Owner 


Customers when it comes 
to 


CONVENIENCE 
OUTLETS 
and 
WIRING 
SPECIALTIES 


We Will Help You 


s aaliamoaiaaelll 





Improved 
Switch Box 





Squeeze Connector 








Our line of Conduit 
Bodies, Outlet Boxes, 
Conduit Fittings and 
other devices needed in 
modern wiring installa- 
tions is unsurpassed. 





Floor Outlet 


A few of our “Jewels” 
are shown herewith. More 
will be presented each 
month. Get acquainted 
with the line. Talk it. It 
will mean more business 
for you—for your house. 





Universal 
Insulator Support 


We will gladly help you 
solve the problems of your 
customers. 









1207-1223 Columbus Avenue 
PITTSBURGH 

















be the case did we engage in the retail, 
construction, wiring or repair business. 

(2) To make the same price on the 
same quantity to all buyers entitled to 
wholesale prices, to be loyal to our own 
prices, and to apply them on mail or open 
orders, as well as on orders received .as a 
result of quotations made. 

(8) To recognize, in all our activities, 
the important place in the industry of the 
eleetrical contractors and dealers and to 
co-operate with them, having in mind the 
ultimate benefit of the industry as a whole. 

(4) To equip ourselves to render a ser- 
vice to our customers that will not only 
merit and hold their business, but that 
will go beyond that, and make the rela- 
tionship a pleasure as well as profit to 
them. 

(5) To frankly acknowledge mistakes 
we make and rectify them promptly. 

(6) ‘To have the personal element made 
evident in our dealings with our custom- 
ers, by activity on the part of the execu- 
tives as well as salesmen and others, in 
personally looking after customers’ inter- 
ests and maintaining contact with them. 


* * ~ 


Chesapeake Company Pushes 

Sale of Radio Equipment 

The Chesapeake Electric Co., Bal- 
timore, Md., has been made a dis- 
tributer for the line of radio equip- 
ment manufactured by the Connecti- 
cut Telephone & Electric Co. 

Rather elaborate plans are being 
laid to push the line, and the com- 
pany will specialize in the higher 
grade apparatus which will tune to 
300 to 2700-meter wave lengths and 
embody the audion detector. The 
cheaper  crystal-dectector receiving 
equipment is not suited to the terri- 
tory covered by the Chesapeake com- 














Here is the original “Sell "Em Some- 
thing More” club—the sales force of the 
Sibley-Pitman Electric Corp., New York 
City. They say that has always been their 
practice, but they never had such a good 
slogan for it. Lately they have applied 
the idea to their dealers, and if you want 
to know how it works just ask one of these 
Sibley-Pitman men. 




































April, 19 }2 THE JoBBER’S fA)SaLESMAN 











Announcing the 


Beaver Gripall 


1. The first heater plug approved 
by the Underwriters’ Labora- 
tories for flat and round ter- 









| 


Special flexible 
spring—just long i 


enough 





ALTE 


Practically mina ls e 
os: 2. Fits any type of Appliance Ter- 
Strain relief min a fl 
coven nearer we 3. Assures a better, tighter, longer 
connection. 


The equalizing Gripal! contact, 
—brass shoe for contact and 
phosphor bronze spring for grip 


4. Practically unbreakable casing. 


The Gripall is an equalizing terminal with a brass shoe suspend- 
ed by a flexible hinge to the phosphor bronze spring. Thus while 
the spring opens up to receive various sized terminals, the shoe re- 
mains parallel to the axis and hence gives perfect full length con- 
tact. A careful examination of the ordinary type of contact will 
bring out the fact that while it may give fairly satisfactory con- 
tact on a certain type and size of appliance terminal, that on oth- 
ers it only gives line or point contact, causing heating up and 
early burning cut. Gripall absolutely eliminates these troubles. 





HINGED HERE HINGED HERE HINGED HERE 
=> = == 


an i Vv —— 







~~ NS 
i J e “NS 
FIG-D- SHOWING SURFACE CONTACT == 
WITH FLAT TERMINAL CONTACT FIG-E - SHOWING SURFACE CONTACT 
WITH ROUND TERMINAL ON A TAPERED OR BURNED TERMINAL 


FREE! To Every Jobber’s Salesman 
We will send a Gripall Demonstrating Set 


Send us a post card bearing your name and (just like round and flat terminals). You can 
address and we will forward immediately a then demonstrate to your own satisfaction and 
Beaver “Finger” or contact together with dem- that of your customers—the longer, tighter 
onstrating bar—one end round—the other flat connection Beaver assures. 


Remember—Every Beaver Switch is guaranteed. All we ask is that any switches 
claimed to be defective are returned to us for replacement. 


BEAVER MACHINE & TOOL COMPANY, Inc. 


Factory, Newark, N. J. Sales Office, 50 Church St., New York City 
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DUNCAN 
A. C. WATTHOUR 
METER 
MODEL M2 





The only meter that will accurately 
operate on all loads above 5‘; of its 
capacity with its upper bearing re- 
moved. This feat is impossible with 
any other meter ever made, and is due 
to the center of gravity of its disk being 
so low—a very important and well 
recognized qualification. 





Duncan Electric Mfg. Co. 


Lafayette, Indiana 











| 


| pany being too far from the big broad- 
‘casting stations at New York and 
| Pittsburgh to receive the service. 
| H. E. Parsons, president of the com- 
| pany, has decided to handle apparatus 
| that will receive from any of the large 
stations as far away as Key West. 
| His wireless expert is Joseph Petrick, 
and between them they have worked 
up a novel idea in the way of a travel- 
| ing wireless telephone station. C. D. 
| Roberts, one of the Chesapeake sales- 
'men, and himself a radio “fan” and 
expert, covers his territory in a Ford 





| The Fourteenth 
| Annual Meeting 
of the 
Electrical Supply 
Jobbers Association 
will be held at 
The Homestead, 
| Hot Springs, Va. 
| May 24-26 











car, which is being fitted up with a 
receiving set, Magnavox horn and 
'everything complete for Mr. Roberts 
| to pause anywhere at any time there 
_is some good stuff coming in from the 
| ‘broadcasting stations, and give a con- 
| cert or make a speech, as the case may 
be. It will appear that this will con- 
| stitute the ideal jobber’s salesman job, 
/as he can work both day and night. 
* * & 


Roberts and Bowbin Change 


Chester E. Roberts, formerly with 
the Western Electric Co., at Indian- 
apolis, and later with the Central 
| Electric Supply Co., at Evansville, 

Ind., and John Bowbin, formerly with 
| the Manhattan Electrical Supply Co., 
|'have become associated with the 
Steiner Electric Co., 115 North Wells 
| street, Chicago. 

. * * * 

| Good Policy to Maintain Con- 
| tact With Trade 

“T don’t know whether other job- 

| bers have the same trouble these days 


| that we have,” said an eastern jobber 
| recently to a representative of Tir 
| JOBBER’s SALESMAN, “but a_ great 

many of our salesmen seem to think 
| that when orders are rather slack it is 
a good time to start a little later in the 
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The Farm Is Just As Good a 
Market for Wiring Devices 
As the City Home 


The farmer buys an electric light and power plant or has 
his farm connected to a central station line because he 
needs the service that electricity can give. 


Moreover, the average farm with barns, silos, sheds, and 
stables, opens larger electrical opportunities than the aver- 
age home or store. 


The time is past when the farmer was looking for some- 
thing cheap—now he wants the best and is able to pay for 
it. He ought to have G-E Tumbler Switches. Twin Re- 
ceptacles, high-class lighting fixtures and enough conven- 
ience outlets of every kind to take care of all his probable 
needs. 


Electrical contractors can find lots of farm business in the 
spring and the jobber’s salesman can help along the good 
work by pointing out to his customers the wonderful oppor- 
tunity to sell the farmer a complete installation—one that 
will give the whole family all the comfort and convenience 
possible. 


G-E national advertising will spread the idea of ‘complete wiring 
to dwellers in both city and country 











Convenience and comfort 
should be considered in 
wiring homes — whether 
they be in the city or on 
the farm. The extension 
of central station lines and 
the growing sales of farm 
lighting sets are rapidly 
developing the farm mar- 
ket for the electrical con- 
tractor and the dealer in 
household and dairy 


appliances. 


General@Ele ctric 


General Office 
Schenectady. NY 


Co mm Pp a ny St tases clued 41-1°6 
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REGUS PAT. OFF 


ROM your lnowledge of 
Ficondition. in the plants of 

your customers you know 
that good local lighting de- 
mands that light must come 
from the proper direction. The 
Reelite fills the bill. It is suit- 
able for large or small installa- 
tions, 


It permits instant adjust- 
ment of the distance of the 
light unit with respect to the 
work. 


Particularly adapted for use 
over work benches, tables or 
machines, 


Standard reflectors may be 
used with Reelite. It may be 
instantly raised or lowered— 
as easy as raising or lowering 
a window shade. 


The reel contains 12 ft. of 
apprcved portable cord and can 
be furnished with either brass 
shell or porcelain key socket. 


Keep Reelite in mind, You 
will find dozens of places where 
your customers will thank you 
for bringing it to their atten- 
tion. 


Write for booklet JS-307. It 
will help you to intelligently 
overcome the difficulties some 
of your customers may be ex- 





7 periencing, 


APPLETON ELECTRIC COMPANY 
Successors to 


ANDERSON ELECTRIC & EQUIPMENT CO. 
General Offices and Factory 

1703 Wellington Avenue at Paulina 

CHICAGO 

















| morning and go home a little earlier in 


the afternoon. We have insisted that 
contact with the customer, whether an 
order was received or not, was wort" 
while, because it was ‘sowing seed’ 
that would result in future business to 
us. Particularly is this true in the 
case of salesmen whom we try to have 
well posted on electrical matters, for 
the reason that they can help custom- 
ers solve their variqgus problems as 
well as keep up with developments im 
the trade.” 

“In view of the above,’ continued 
this sales manager, “I was very much 
interested in a statement made by an 
insurance man (an Equitable agent ) 
the other day. He had talked for an 
hour to one of the officials of our com 
pany relative to an insurance policy, 
and was told that it was impossible for 
him to place the policy until som: 
later date. When our official men 
tioned that he had taken so much of 
the agent’s time, the latter replied, 
‘You do not have to apologize to me 
for taking my time because I have 
gained more by talking with you 
through contact with you—even 
though I did not obtain your policy, 
than I could have possibly gained had 
I been sitting in my office.’ 

“This question of contact with cus- 
tomers, regardless of customers, is 
something that we are emphasizing to 
our salesmen to dissipate the feeling 
that they are wasting their time when 
calling on customers who have nothing 
to buy.” 

* * * 


Fire Hits Chicago Jobbers 

Three jobbers, the Electrical Sup- 
plies Co., the Co-operative Electrical 
Co., and the James E. Gleason Elec- 


| trical Co., suffered complete loss of 


their offices and stocks in the fire that 
destroyed the Austin and Atlantic 
buildings in Chicago, March 15. All 
three firms were well covered with in- 
surance, and are making arrangements 
to renew their businesses. 


* * * 


New Jobber at Menasha 
The Twin Cities Electric & Supply 
Co., Menasha, Wis., has discontinued 
its contracting business and will en- 
gage in the wholesaling of electrical 


| supplies and equipment and mill sup- 


plies. The company was organized in 
1917, and the officers are: G. E. 
Lewis, president, H. E. Bullard, vice- 
president, and V. M. Gambert, secre- 
tary-treasurer. 
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| (ea) —_ Meet their Markets 
i Oy with a DeLuxe Toggle Switch | 
and a strong Competitive Line 









Three exclusive features make it easy to sell 
Hubbell DeLuxe Toggle Switches ¢Type 
8122): 
(1) Positive-acting Mechanism. 
(2) Adjustable Aligning Lugs, for 
quick installing. 
(3) Luminous Tip Toggle arm, 
when required. 





Toggle Flush Switch, Type 
No. 8122. Made Single Pole, 
Double Pole (10 and 20 
Amp.), Three-Way and Four- 










Easy to install. 









Toggle Switches Type 8141 compete in 
price and quality with other makes. 


WV rite for Bulletin 17-3 and Circular 216 


HARVEY HUBBELL 


ELECTRICAL fon) SPECIALTIES 


BRIDGEPORT CONN. U.S.A. 









Showing Adjustable Aligning 
Lugs. 







Surface Type Toggle Switch 
No, 8102. 





2230-U 
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Toggle Flush Switch No. 8141. 
5 Amp., 125 Volts—3 Amp., Meccetite 
250 Volts. Single Pole and orcelai 9 
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SOLD BY JOBBERS EVERYWHERE 


THE DOVER MANUFACTURING CO. 


DOVER, OHIO, U.S. A. 
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| GUARANTEED | 


EVERYTHING IN IRONS 
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HEATING ELEMENT 


THE LIFE OF ANY ELECTRIC HEATING DEVICE is 
limited by the oxidation of its resistance wire. Heat and heat changes 
in the presence of the oxygen of the air around the resistance wire 
greatly hasten this oxidation. That is why it is hard to build an elec- 
tric iron that will last. 


In the VEA NO-BURN-OUT HEATING ELEMENT the 
resistance wire is hermetically sealed in a patented composition of 
very high dielectric strength. Air cannot reach it, reducing oxidation 
until it is practically eliminated. That’s the secret of NO-BURN- 
OUT. 


THE VEA BURN-OUT TEST 


1. Place the electric iron on a non-inflammable stand. 


2. Attach the current and let it overheat to maximum temper- 
ature (1,000 to 1,200 deg. F.). 


Three days of this (72 hours steady run) is ample to prove this 
a sturdy little heating plant. 


Three weeks without injury means long life under any condi- 
tions. 


At the Panama Pacific Exposition a Vea No-Burn-Out Heating Element was at 
tached to current all of every day during eleven months, a total of 3,960 hours, 
and the element is still intact and.eficient. A TEST EQUAL TO 25 YEARS OF 
ORDINARY HOUSEHOLD USE. 


OUR GUARANTEE: A NEW ONE FREE IF THE VEA 
HEATING ELEMENT BURNS OUT. 


THE DOVER MANUFACTURING CO. 


DOVER, OHIO, U. S. A. 
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EVERYTHING IN IRONS 
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615-623 Front St. 
TOLEDO, OHIO 





ae SAVE 
‘The Quality 


Incandescent Lamp” 


Jobbers and retailers 
have had too much un- 
pleasant experience with 
lamps built ‘‘tdown-to- 
price.” 


The satisfied merchants 
are those who stock the 
best obtainable. 


If you are not now a 
“SAVE” distributor you 


will eventually follow 
their lead. 


Why wait? 


SAVE Lamps are sold 
without resale restric- 
tions. 


SAVE ELECTRIC CORPORATION 


220-254 36th Street 
BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 
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' we removed the front and top boards; 








A Clipping and a Wild 

Idea 
(Continued from page 8) 
were over beside the instruments and 
he was expatiating on the fact that 
here in town nearly every family 
worth while would buy a piano even 
though they used it rarely, whereas he 
felt they could not be induced to buy 
a cleaner which they could use con- 
tinuously as a real household neces- 
sity. 

I confess I think this was the son’s 
idea—not his—because he _ thouglit 
first of music and after that of very 
little else. 

“About how many customers have 
you who have bought pianos, talking 
machines, or other musical instru- 
ments,” I asked him. He mentioned 
a number that surprised me. He had 
kept a careful record over 12 or 15 
years of purchases, which records 
showed also the time the piano was 
tuned—if it was a piano that was 
sold. I asked if I might look over 
his method of keeping the records— 
more as a stall for the time than any- 
thing else. In looking over the 
records, I saw that he had on one 
or two cards the item, “Cleaned and 
regulated piano.”’ 

“How do you clean these pianos 
when you clean them?” I asked him 

“Why, we have a little bellows, 
or blower which our men use to blow 
out the dirt.” 

“Don't you find the piano as a 
receptable for strange things?’ I 
asked. 

He smiled and replied: ‘Certainly, 
yes. You would be surprised to find 
what an old piano will yield up in 
the way of refuse and odds and ends.” 

With that I flashed my clipping 
on him and asked if he had seen the 
little editorial in Collier’s. This 
amused him very much and he went 
into a lengthy discussion as to how 
the tone qualities of a piano could 
be seriously impaired by such an ac- 
cumulation. 

From here on it was easy sailing 
and easy selling. The piano fur- 
nished the clue to the whole thing. 
It only remained for me that night 
to get our cleaner out and make 
some experiments on an old upright 
piano which we found in the hotel, 
and which when I think of it fif#€es 
me laugh at the amount of trash and 
stuff that we got out of it. Of course, 
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Two important additions to 
the Arrow Super-Service Line 


~ 





Arrow Single Receptacle 
With Plate 


— ’ | ‘HE Arrow Dous.Le T-SLor Con- 


VENIENCE OUTLET and THE ARROW 
CONVENIENCE PLUG are recent additions 
to the complete line of wiring devices 
manufactured by The Arrow Electric 
Company. 





They are made of composition and 
are of unusually attractive appearance. 
Both should be a part of modern wiring. 





devon Die THE ARROW ELECTRIC CO. 
Geislen ie ini HARTFORD, CONN. 








RROW 


The complete line of Wiring Devices 
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There'll be a Big Profit 
Blowing Your Way 


If you will get acquainted 
with the new 


Racine Fan Motor 


A ruggedly built, cor- 
rectly designed, splendid 
looking job all the way 
through. 


We have figured out a re- 
markably low retail 
price, and a better than 


12-inch, 110-volt Universal Fan liberal jobber compensa- 
4 Speeds ra 





WRITE TODAY 
for 
New Prices — Discounts — New Sales Plan 











The new prices mean more liberal compensation to both 
Jobbers and Dealers. The new sales plan—on a strictly 
jobber policy—means more sales with less selling effort. 





Sell ’em Something More 











We also make an 8-inch, 4-speed, non-oscillating fan; 
finished in black enamel, with brass blades and brass 
plated guards—a beauty and a fast seller. Also the 
Little Gem Sewing Machine Motor and Bracket Attach- 
ment, and a Splendid Line of Small Motors for Grind- 
ing, Polishing and Driving Small Machinery. 





STANDARD ELECTRIC SALES CO. 


General Sales Agents 
105 W. Monroe St. Chicago, III. 














by means of the attachments we were 
able to get nearly two and a half 
pounds of dirt and foreign matter 
from its interior, while the blower 
tool undoubtedly cleaned away 
another pound or more of dust. We 
even found an abandoned rat’s nest 
in the old hotel relic. 

Next morning we tackled him 
again, and this time I had the whol: 


_ plan mapped out, which I quickly 


laid before him. 

Briefly, it was to start our cam 
paign by showing in his windows 
over a certain period of time the dif 
ferent things a vacuum cleaner 
would do. Other dealers were to 
feature other queer cleaning “kinks,” 
not however overlooking the prime 
function of the cleaner to brighten 
and freshen floor coverings. 

“We will tie your campaign, Mr. 
Dealer, around your old musical cus 
tomers and your reputation in the 
music field. We will go out to every 
one of your old piano customers with 
our vacuum cleaner and offer, without 
charge, to clean their pianos. We will 
advertise, furthermore, telling what 
sort of ‘dirt secrets’ a piano will give 
up to the electric cleaner, and we 
will follow this with the offer to clean 
any person’s piano free of charge, as 
a demonstration, to prove the unique 
and complete cleaning course of the 
electric vacuum cleaner. Following 
this, of course, we would play for a 
demonstration along the _ straight 
cleaner lines, such as the rug and 
carpet, and the use of upholstery 
tools, ete.” 

Well, sir, do you know, crude as 
it was, this got over! His son fell 
right in with us and immediately set 
about working out further plans 
whereby their cleaner business could 
be made to out-rival all competitors 
in the town. 


That afternoon we had a meeting 
of the dealers and we laid before 
them our complete proposition—not 
stressing the piano question quite 
so strongly—and by nightfall we had 
them signed up. 

* * * 

That’s the whole story! Just a 
clipping and a wild idea. 

As I review my friend’s story, I 
agree there does not seem very mucli 
in it that can be passed along to 
other salesmen. The thought it leaves 
with me is the facility of this particu- 
lar man to sieze an opening. I am 
reminded of the reply made by the 
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Unretouched photo showing plug in serviceable 


condition after fire. 


HEMCO 
WIN-LITE 


Dept. 16 


GEORGE RICHARDS & CO. 





| HEMCO is on Every Twin-Lite | 





MADE OF CONDENSITE 


WILL LAST A LIFE TIME 


Pacific Coast Agents 
GEO. A. GRAY CO. 
589 Mission St., San Francisco 


“Mldddlipyppapen 


The remarkable incident of a Brooklyn con- 
tractor who found a Hemco Twin-Lite plug 
that had survived both fire and water is told 
in his own words in the letter reproduced 
above. Proof that this plug is still in a serv- 
iceable condition is found, not only in this let- 
ter, but also in the unretouched photograph of 
the Hemco Twin-Lite plug below. 


Unusual as this incident is, it proves con- 
vincingly that Hemco Twin-Lite plugs with- 
stand the effect of heat and water. That’s why 
they satisfy customers so well. 


Your dealers can sell Hemco Twin-Lite 
plugs with confidence that they will not soften 
while burning a nitrogen lamp. Your dealers 
can sell Hemco Twin-Lite plugs with the as- 
surance that they can be safely used in the 
basement where the washing machine splashes 
water. : 


Customers come back to your dealer’s store 
for other goods when you sell them Hemco 
Twin-Lite plugs. They are dependable be- 
cause they are made of Condensite, an unbreak- 
able molded material, heat and water resistant. 


Tell your dealers the story on this page. It 
will help you build bigger and better sales on 
Hemco Twin-Lite plugs. 


New England Agents 
344 E. 40th Street 


New York City Boston, Mass. 


Sole Export Distributors 
CORNELIUS-SCOTT-SARGEANT, 
29 Broadway, New York City 


PETTINGELL-ANDREWS CO 


Brooklyn Fire is a Profit Lesson 


On HEMCO Twin-Lite Plugs 


GEORGE RICHARDS & CoO. 


557 W. Monroe St., Chicago, IIl. 


INC. 
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HUBBARD 
POLE LINE HARDWARE 








ADVANTAGES OF THREADING THROUGH 
BOLTS, DOUBLE ARMING BOLTS, CARRIAGE 
BOLTS, AND GUY RODS BY THE ROLLING 
PROCESS. 


Bolts are threaded by either rolling or cutting, and the shapes 
of the threads are exactly alike, whichever process is fojlowed. 


On rolling a thread, a rod of slightly smaller diameter than 
the finished thread must be used, because the metal is rolled 
or spun up into the grooves of two flat grooved dies to form 
the thread, the diameter of the rod before rolling being half 
way between the diameters at the top and bottom of the fin- 
ished thread. In other words, the thread is formed by the 
displacement of the metal, some part of which is forced up to 
ferm the top of the thread. 


In cutting a thread, a rod of the same diameter as the finished 
thread, is used, and the metal is cut away to form a continuous 
groove which, of course, weakens the threaded end of the bolt. 


Tests show that when a rolled thread % inch Through Bolt is 
subjected to tensile stress, it usually breaks in the shank or 
unthreaded portion, which is 9/16 inch in diameter, and does 
so at a load which averages | 3 per cent greater than the break- 
ing strength of a % inch cut thread bolt. A cut thread bolt, 
on the other hand, always breaks in a threaded portion, 
which is natural, as this is its point of smallest cross section. 
The reason the rolled thread bolt does not break in the 
threaded portion is due to the fact that the rolling process 
strengthens instead of weakens it. The result is the same as 
that of cold rolling steel shafting or hammering a steel bar; 
that is, it greatly increases the strength and improves the sur- 


face finish of the thread. 


Rolled threads are uniform in diameter and smooth in finish, 
due to the fact that the full length of the thread is rolled at one 
time, insuring a perfect nut fit the full length of the thread. A 
cut thread is usually smaller on the end, due to the cutting dies 
opening after the bolt enters them, causing the nut to fit loose 
on the end and tight on the rest of the thread. 


HUBBARD & COMPANY 
PITTSBURGH — 




















PEIRCE 
CONSTRUCTION SPECIALTIES 


























old champion, Bob Fitzsimmons, who 
was asked how he managed to secure 
so many knock-outs. He _ replied: 
“Why, whenever I sees an opening I 
hits with my left from wherever it 
happens to be.” 

I pass this thought on to you who 
may or may hope to sell cleaners. 
The cleaner does a great many things 
besides clean floor coverings; it is 
easy to forget the attachments and 
the many other cleaning uses. And 
strange as it may seem, the demon- 
stration of the attachments or of the 
cleaner itself in a unique or different 
manner wins the most sales. 





Survival of the Fittest 
By James F. Hall 


Altorfer Bros. Co. 


OMPETITION serves as a 
barometer in gauging the quality 


of commercial development and main- 
tenance of stabilized industry. It is 


a basic law of nature that competition 
will insure the development and sur- 
vival of sturdy and properly qualified 
plant growth. 

For a tangible instance, consider the 
ordinary field of corn in which there 
is seed corn planted of varying de- 
grees of fertility. The individual 
grains, in their struggle for germina- 
tion and growth, draw upon the soil’s 
life-giving elements; each grain or 
plant is in a determined competitive 


| struggle for existence. The weaker, 


less fertile and less qualified are 


| forced into oblivion by the more hardy 
| and properly prepared grain, which 


has the ability in its struggle of the 
survival of the fittest to eliminate the 
weaker competitor and draw to itself 
the necessary nourishment that the 
weaker would feign claim as its own. 
And thus does nature allow for the 


| proper sustenance of the better by 


allowing the competition here devel- 
oped to eliminate the less hardy 
growth, and permit of its life-giving 
elements only to the deserving. 
Competition is a vitally essential 
factor in the legitimate development 
of any zodélogical, botanical, commer- 


cial or industrial metamorphosis, to 


the subsequent advantage of having 
only the survival of the fittest in fur- 
ther competition for their propor- 
tional share of the earth’s resources. 
Hence, we men of the electrical] in- 
dustry should welcome the economic 
conditions with which we are con- 
fronted today. Conditions demand 
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> Here s whats in it! 


Last month, you remember, we aroused 
your customers’ interest in the mysterious 
Black Bag. This month we're telling 
them that the Black Bag contains the 
Wiremold Demonstration Kit, and we’re 
selling them on looking into the Wiremold 
proposition. 


This advertising can easily be turned into 
sales for you. Every contractor that 
sends in a coupon from your territory 
opens the way for you to make him a regu- 
lar Wiremold customer. Tell your trade 
to get busy with the coupon, and be sure 
you know the Wiremold story yourself. 
You can make many more Wiremold 
sales if you know the line thoroughly. 


We'll gladly send you complete details on 
request. 


THE AMERICAN WIREMOLD COMPANY 
Hartford . - - Conn. 


WIREMOLD 


CONDUIT 
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Get acquainted men, 


with this Trade-Mark 


Spode Electric Appliances 
sound the latest note in im- 
provements in electric irons, 
grills, toasters, percolaters and 
electrical toys—such as steam 
engines and miniature cooking 
ranges. 


They are quick to sell because 
their exceptional good features 
are so obvious. They never fail 
to make good because they are 
built for service in every sense 
of the word. 


COMPLETE line 

of Empire Elec- 
tric Appliances never 
fails to arouse favor- 
able comment. Their 
prices are as attractive 
as their strong selling 
points and the satisfac- 
tory service they give 
make repeat sales a cer- 
tainty. 


Empire 


entirely 


S1Z€S—S1X 





Note the patented base. No 

rest needed with the Empire 
Iron. Extra roomy handle; 
unusually long heater plug. 
leat is scientifically distributed 
to edges of iron. Observe the 
long tapering point. 





Percolators are made in two 
and eight-cup capacity. Heat 
unit is patented and is removable; being 
surrounded by liquid. quick per- 


colation is assured. Easily cleaned because 
there are no hinges or crevices. Insulated 
base prevents injury to table. Undoubt- 
edly, the greatest percolator value on the 
market today. 


Write for Price List and Illustrated Folders. 


Made only by 


EMPIRE TRANSFORMER CO. 


CHICAGO, ILL. 


2000 Southport Ave. se: 
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clean-cut, conservative thought and 
action in each department of our ac- 
tivities, whether it be manufacturing, 
jobbing or retailing. There is a 
healthful trend to the reliable, stan- 
dardized, quality product, which can 
maintain its place against the deviat- 
ing factors of irregular and chaotic 
competition. 

The well-organized and firmly 
established manufacturers, jobbers 
and retailers—organizations of proper 
growth and duly qualified develop- 
ment—are now in a position to reap 
the benefits of nature’s basic law, and 
the economic formula of ‘‘compensa- 
tion granted to those qualified and 
known in the survival of the fittest.” 

The drastic economic factors that 
bring this condition to bear are the 
factors that must necessarily assert 
themselves to insure the stable, health- 
ful, conservative progress which will 
permanently enhance the legitimate 
and constructive development of our 
industry at large. They will bring to 
hand the slightly recognized but 
essential principles of character, serv- 
ice, dependability and courtesy in our 
respective fields of endeavor in this 
great industry. ‘Tis fine that we can 
hark back to the days of intensive 
competition, embracing, as they do, 
these elements of legitimate industrial 
growth—times when good business 
ethics ruled. 





Let’s Get Going 


By Barney A. Johnson 

ET’S get this straight. Who said: 

“Hard times?” Was it the mer- 
chant, the banker, or was it fellows 
like you and me? ‘‘Foolish phrases” 
are just as contagious as any disease, 
and, once started, become an _ epi- 
demic. 

Now then, getting down to “brass 
tacks,” are we “hard up,” or are we 
merely yelling for help because some- 
one else started it? In the first place, 
how can we call a man hard up who 
eats at three regular periods each day ; 
who sleeps normally in a good bed; 
who goes to a well-lighted, well-heat- 
ed home -each evening, plays an hour 
or so with the kiddies, then sits down 
in a comfortable $40 rocker and reads 
extracts out of two or three daily 
newspapers until it is time to hit the 
hay. 

The whole trouble seems to have 
started when some misguided boob 
yelled that he was hard up; the cry 
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was echoed back and forth over the | 
country until people began to believe | 
it. Result: every other man you call 
on now droops his shoulders, ruffles 
up his hair, puts a dirty squint in his 
eye, and when the salesman shows up, 
meekly mutters, “I’m too hard up to 
do any buying.” 

It is a joke, a ghastly one, to be 
sure, but, nevertheless, a joke, and | 
the best part of it is that it is on all 
of us. 

Have the bankers quit loaning 
money? I should say not. Have the 
manufacturers refused for all time to 
take any more orders? Not on your 
tin-type. The whole bunch are out 
scratching for business like a gopher 
digging for water, and the funny part 
of it is, in many, many instances, they 
are getting it. I'll tell you, friends, 
I am the richest bird in my commu- 
nity, and I do not believe that I have 
more than 50 cents in the bank; but 
listen, I am not, most emphatically 
not, hard up. I have saved a lot of 
smiles that get me in most any place 
nowadays. I have quite a good sup- 
ply of good, hearty “hellos’”’ left over 
from last year, and my friendly hand- 
shakes that I have left to my account 
are so numerous that I can dispense 
them freely all through 1922. These 
assets, coupled with good health, with 
an unshakable confidence in my fellow 
man, with a clear, bright vision of the 
things I can accomplish, make me feel 
like a spring colt out in a nice, fresh, 
green pasture for exercise. 

Friends, we have no place out in 
our country for “Hard Ups.” They 
should, we feel, go to Russia. What 
we want in the shape of men are, good, 
clean, healthy, two-fisted Americans 
who can and will work; who do be- 
lieve in our great country and in its 
citizenry; who are willing to meet the | 
tasks which ordinarily confront man- 
kind, and to fight the battle in a clean, 
whole-hearted way, taking and giving 
as the tide may turn for or against 
them, but usually winning, for the 
simple reason that they are true blue 
Americans and do not know that the 
word “quit” is in the dictionary. Who 
said “Hard up?” Quit your kidding. 
There’s nothing to it. Don’t you be- 
lieve it for a minute; someone kicked 
us in the shins, and for a moment we 
thought we were hurt, but we're out 
to win, and win we will, and your 
healthy smile, and your hearty hello, 
will help to beat the band, so quit your | 


kidding and, Let’s Go. 














HOYT HOT 
WIRE AMMETER 


FOR WIRELESS WORK 


So designed that the pointer is 
adjusted to zero without affect- 
ing the tension of the hot wire; 
nevertheless, so compensated 
that zero adjustment is rarely 
necessary, insuring a _ long 
lived, accurate instrument. 


Standard ranges O-1.5 ) ' 
0-3.0 List 


05.0 $6.50 


Other ranges O-10 quoted upon request 


Write for catalogue and pamphlets on 
Hoyt Voltmeter and Ammeters, portable, 
automotive or switchboard types 


BURTON-ROGERS COMPANY 


Sales Department, 
BOSTON 17, MASSACHUSETTS 
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Don’t Forget 
That Popular Line of 


Northwind “Universal” Fans 





Northwinds for 1922 are better than ever— 
and more in demand. 


The 8-inch 2-speed Northwind at a list 
price of $8.00 is a real breeze-producer. 


The Northwind 10—inch 3-speed oscillator 
meets the demand for a good oscillating fan 
at a popular price, for home use. 


There are big profits in the Northwind 
line for dealers who will stock these fans 
before hot weather comes. 


Figure it out for your customers ! 


Liberal discounts to the jobber make 
Northwind orders welcome to the house you 
represent. Ask the boss! 


April is the month to line up dealers on 
these fans. You will see big results in 
July from every sale this month. Try it—now! 


THE EMERSON ELECTRIC MFG. CO. 


St. Louis, Mo. New York, N. Y. 








Squareness a Policy That Will 
Always Win 


By Charles E. Scheffner 
Boggis-Johnson Electric Co., Milwaukee 


F I were to answer. the question, 
“Does it pay to play the game 
square?’ I would say, “Yes, I'll say it 
does.” There are any number of books 
on salesmanship telling the cub sales- 
man how to approach a prospect and 
how to hypnotize him into buying, but 
I have yet to find a book dealing en- 
tirely with salesman “Don'ts.” Vol- 
umes could be written on this subject, 
and I think it is the duty of some “‘old 
| timer” who has gone through the mill 
| and successfully found a way to com- 
bat the sneaky little imps that creep 
_into every cub salesman’s life, whis- 
| pering into his ready ear what a won- 
| derful salesman he could be if he could 
| put one over on his customer. Tell 
him, Old Timer, that he can only do it 
once to a customer, and that he who 
thinks he is fooling others is only fool- 
ing himself. 

Tell him the little schemes that he is 
thinking about have been tried be- 
fore, and that there is nothing new in 
the crooked way of selling. If he is a 
contractor tell him about the stunt of 
slipping a short piece of loom through 
an outlet instead of the entire length 
of the wire. Also tell him about the 
fellow who uses black pipe when it is 
concealed and galvanized pipe where 
it can be seen, in spite of the fact that 
the specifications call for galvanized 
pipe throughout. 








| This is old stuff, you may say, but it 
| has been tried, and, like the hidden- 
| ball trick, will be tried again. Tell 
| him that the way to gain his custom- 
_er’s confidence is to be a clam, never 
| repeating anything he accidentally 
overhears in a customer's place of 
| business. : 

Every reputable house has its sales 
policy, and expects its salesmen to ad- 
| here to it, but very often the cub sales- 
'man will adopt a system of his own 
| and quote out prices unauthorized by 
| his house, after the order has been 
| given to a competitor. You know, Old 
| Timer, this has been done, but did it 
lever get the follow anything? The 

salesman who travels straight might, 
| at times, have a pretty hard time of it, 
but it is the system that wins and is 
bound to make him lasting friends. 
They are his assets and are what count 


| after all. 
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Clearsite 


The only plug fuse that clearly shows its true condition at all times. 


The only plug fuse that completely meets the call for consumer convenience; 


obtainable in handy retail packages of four fuses, for 25 cents. 


Four million sold the first week, and here are the reasons why: 


1—Easily inspected. Capacity plainly visible. 
2—Small, strong, clear window permanently attached. 
3—Link melts immediately under the window. 
4—Economy “Drop Out” Link used exclusively. 
5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 
8—Lighter weight minimizes freight costs. 

9—Priced right to jobber and consumer. 


10—Packed in usual standard carton quantities and in attractively- 
colored retail packages. 








To say the NAME; to show the FUSE;; is to make a SALE. 





Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 
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TYPE 


A new line of 
“Circle T”’ exter- 
nally operated 
switches. 


FEATURES: 


30-200 Amperes inclusive 


Heaviest, most 


switches to. be 
found. 


Placed in regular 
“Circle T” high- 
ly finished Arm- 
co Ingot Iron 
boxes, the same 
boxes as are used 
for our Type A 
line. 


List prices are low. 


Discounts the same as 
on our regular safety 


nounced it. It 
will pay you to 
go along with us. 
Write today for 
full information. 


New York Chicago 
114 Liberty St. 40 S. Clinton St. 


Boston 








—" 





carefully aligned FUSIBLE 
and adjusted 250 V., 500 V., A. C. 
punc hed clip 2, 3, 4-Pole, Single Throw 





NO FUSE 


250 V., 500 V., ‘A. C. 


switches 2, 3, 4-Pole, Single Throw 

This line does not super- 

The Best Buy on sede our Type A line, 

the Market today used large'y in industrial 

plants. The Type C 

The new Type series represents our addi- 

ay ald tion to the Type A line. 

C has been A further evidence of the 

going big ever completeness of Circle T 
since we first an- eee: 





THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


San Francisco 


595 Mission St. 
Philadelphia 























The Boom in Radio 


(Continued from page 16) 
Mass.; Medford, Mass.; Hartford, 
Conn.; Pittsburgh, Pa.; Chicago, IIl.; 
Madison, Wis.; Cincinnati, Ohio; Lin- 
coln, Neb.; Los Angeles, Cal.; San 
Francisco, Cal., and Schenectady, 
N. Y. 

How can one explain this sudden 
'great popularity? There are a num- 
ber of reasons. There is something 
novel, unique and appealing in being 
able to catch out of space messages 
dealing with all kinds of activities; 
news that is literally right up to the 
minute, speeches by important per- 
sons, music that has not been 
“canned,” and other entertaining and 
| instructive matter. Moreover, to do 
_this without paying anyone any ser- 
vice charge strikes the popular fancy 
for getting something for nothing. 
Further, the matter sent out has been 
of high class, and every effort will 
doubtless be made to maintain it 
| wholesome, all of which appeals to 
| the best elements in the community, 
especially to families with children. 
To the latter, it serves as a beneficial 
stimulus to scientific investigation or 
at least to greater interest in and 








knowledge of science. 

The unprecedented demand for 
radio equipment has opened up a new 
and profitable merchandising field for 
| the electrical industry. The possibili- 
| ties have attracted large, established 
|manufacturers like the Westinghouse 
| Electric & Manufacturing Co., the 
General Electric Co., and the Western 
Electric Co. Many other well-known 
manufacturers are already producing 
' equipment or are making plans “for 
early entry into the business. These 


manufacturers invariably distribute 
through jobbers, so their problem is 
not to create new channels of distri- 
bution, but to prepare their existing 





channels to properly care for the de- 


mand. 

While the avalanche of orders for 
radio equipment has taken the indus- 
try unawares, no effort is being wasted 
by the manufacturers. Production fa- 


cilities are being taxed to the utmost, 
and it is predicted that the supply 
will equal the demand within a 90-day 
period. Jobbers have been quick to 
appreciate their responsibility as dis- 
tributers of radio equipment, and a re- 
cent inquiry directed to 400 of them 
showed that over 90 per cent are 
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How 
We Build Business 


Around Lighting 


LAMPS 


NATIONAL LAMP WORKS 














This is one of a series of advertisements 
written by men in the field who know best the 
way to Build Their Business Around Lighting, 
and whom experience has taught that such 


business building is extremely profitable. 


NATIONAL MAZDA LAMPS 
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Manufacturer 
We offer Pole Butt Preservation Jobber 
to Everyone. Contractor 
Purchaser 



















| = 


i Ws 
(se este 2 


For Fourteen Years 


We have been preserving the butts of Northern and 
Western Cedar Poles. 


We guarantee a perfect process of pole treatment and 
preservation, using only the highest grade of creosote 


oil, a pure coal-tar distillate. 

















Valentine-Clark Co.’s Pole Butt Preservation Plant at Minnesota Transfer. 


No matter where the poles are bought we will Butt-Preserve 
them at Minnesota Transfer. This gives you a chance at the 
order for Butt-Preserving, no matter who sels the poles. 


Our Four Standard Processes: 


AA—Creosote (a high grade coal tar distillate). 
A—Carbolineum (the highest grade distillate). 
B—Creosote, hot and cold (a high grade coal tar distillate). 
PENTREX—Creosote (guaranteed penetration). 


Write for full specifications and “Story of Pentrex.” 


The Valentine-Clark Company 


‘Minneapolis, Minn.; Spokane, Wash.; Toledo, Ohio; Chicago, II. 











We are still offering to the trade our own stock of 
high grade Northern and Western Cedar Poles, 
both preserved and in the plain poles. 





























either now handling radio material or 
are preparing to enter the field. 

The dealer is learning to consider 
the radiophone as a most desirable 
article to merchandise. Unlike radio 
telegraph apparatus, the radiophone 
requires but little technical know!- 
edge, and instead of numerous, small 
inexpensive parts to stock the receiv- 
ing sets are compact and can be sold 
just as electric flatirons or vacuum 
cleaners are sold. Complete radio sets 
are on the market ranging in price 
from $18 to several hundred dollars. 
While the inexpensive sets give per- 
fect satisfaction, they have their lim- 
itations, and the purchaser quickly 
convinces himself he wants a more 
expensive outfit. Then, too, there are 
great possibilities for the dealer in the 
way of accessories and replacement 
parts, the volume of this business nat- 
urally increasing as the use of radio- 
phone receivers increases. 

Very little sales effort is required. 
The simple announcement that the 
dealer is prepared to supply radio 
equipment is suffiicent to keep his 
store well filled during business hours. 
A receiver on the counter, where cus 
tomers can “listen in’ to the voices in 








You're all wrong, Socrates, you’re all 
wrong. This picture shouldn’t be entitled, 
“Why peddlers call on the A. T. Knowlson 
Co., Detroit,” but, “Why Knowlson cus- 
tomers get good service and quick connec- 
tions.” Florence Siess, the demure little 
subject of this picture, is telephone opera- 
tor for the above company and one of 
the most popular in the Auto City. 
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PRODUCTS 


EXGELSIO ELECTRICAL 





‘Model A-1” Range, list price $4.25 


It Toasts—It Boils—It Fries 


Polished nickel reflector. Patented air chamber. 
Strong resistance wire element. Removable grids for easy cleaning. 
eed for one year. Size 514 in. x 81% in. x 3% in. 
Guaranteed f 1e S 14 in. x 84% in. x 3% 





New Style Waffle Range 
Complete with nickel tray 18.00 List 


Illustrating special features, removy 
able bakers and protection from hot 
steam when opening 


SPECIAL ANNOUNCEMENT 
A new reversible Toaster that “turns the toast as toast was never 


turned before,” will be announced in these pages next month. 


Manufactured by 
PERFECTION ELECTRIC PRODUCTS CO. 
NEW WASHINGTON, OHIO 


National Distributors 


GEO. BORGFELDT & CO. 


16th St. and Irving Place New York 
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Not Once, But 
Again and Again 





A Sales 
and 
Profits 
Repeater 





U. S. and For- 
eign Patents 
Pending. 


The Beautiful 


Lamp Ette 


goes over big with the dealer, because he sees in it an article that will 
attract the best class of retail trade and sell on its obvious merits of 
beauty and utility. This is the invariable experience of every jobber 


handling the Lamp Ette. 
A Bed Lamp 
A Chair Lamp 
A Piano Lamp 
A Boudoir Lamp 
A Reading Lamp 
A Wall Bracket Lamp 


May be draped scarf-fashion over the furniture or hung from the pic- 
ture molding. An ornamental plaque holds the Lamp Ette in place 
wherever placed. 


Popularl y Priced 
it 
Liberal ‘Discounts 


to the trade. Retails at $10.00; west of the Rockies, $10.50; Canada, 
$12.00. Furnished with silk extension cord and swivelling attach- 
ment plug, in handsome carton, 











Write today for the whole story 


Colonial Lamp and Fixture Works, Inc. 


5643 Lake Park Avenue, Chicago 


New York Sales Office, 225 Fifth Ave. 
Representative, Arthur H. Poynter. 

















the air, usually results in the use of 
the ‘“‘standing-room-only”’ sign. 

Of course, there are many jobbers 
and dealers who have not yet taken 
hold, mostly because of the difficulty 
in obtaining equipment. And it is not 
intended to create the impression that 
the industry is fully functioning in the 
handling of this new “line.” But what 
is of importance at this time is the 
knowledge that the electrical industry 
has the necessary machinery of pro- 
duction and distribution to effectively 
serve this tremendous, new demand. 

From all indications it is not likely 
that the big spurt in radio activity will 
quickly die out. It is too serious and 
too utilitarian for that. With a cer- 
tain small percentage it may be a fad, 
a passing fancy, but with a far greater 
percentage it will be a new and highly 
useful service. When one stops to 
think that in this country there have 
been added within but little over a 
year at least half a million persons 
who are rapidly acquiring considerable 
knowledge of electricity, and of this 
number there are certainly many thou- 
sands of bright and keenly active 
young minds, it is quite reasonable to 
expect that further important tech- 
nical developments will be forthcom- 
ing. Disregarding the new accretions 
of electrical enthusiasts, there are 
the highly skilled technical research 
specialists of the leading organiza- 
tions of the electrica] industry of to- 
day who are by no means asleep at the 
switch. In barely a quarter of a 
century the radio art has made ex- 
traordinary progress. No one can 
safely predict its future, but it is not 
probable that it will reach the pin- 
nacle for a long time. 

There seems to be no reason why 
the great majority of our twenty-odd 
million dwellings should not be 
equipped with radio receiving sets 
within a reasonable number of years, 
nor why broadcasting should not be 
undertaken on a systematic basis, pos- 
sibly by the community or by a quasi- 
public organization. Last November 
President Harding’s Armistice Day 
address was heard by over 150,000 
persons in various parts of the coun- 
try. It does not take much stretch of 
the imagination to look forward to the 
time when the inaugural address of 
the President will be heard in almost 
every home instead of only by a few 
thousand persons in Washington. 
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WIDE FLUNG 





From Show Casesto Giant Industries 


The Jobber and the Jobber’s Salesman havea far reach- 
ing opportunity in the wide flung range of Benjamin 
Commercial and Industrial Lighting Equipment. 























PIRO)oy IG 


Electric Lighting Specialties 
Industrial Lighting Equipment 
Wiring Devices 
Marine Lighting and Signal- 
ing Apparatus 
Industrial Signals 
Panel Boards and Cabinets 





r. 








Enameled Steel 
oe 


——>=— 





From show cases to giant industries Benjamin products are 
meeting a wide range of lighting requirements—for very 
special or general illumination there is a Benjamin reflector 
or lighting unit—the line is complete. 


Benjamin engineers will cooperate with you or through 
you with your customers to secure correct commercial and 


industrial illumination. 


There’s a lot of good stuff you ought to have. Write us when 
you want any information. We'll be glad to send it along 


BENJAMIN ELECTRIC MFG. CO. 


847 W. Jackson Blvd., Chicago 


247 W. 17th St., New York 


580 Howard St., San Francisco 








BEN/ 
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Renewable fuses 


do not arc — 
heres W) 


TRADE 
MARK 





No matter how slight the 
overload, every blow-out of a 
“Union” Renewable Fuse is complete. 
The gap left in the very center of the 
fusible element is so clean-cut and wide 
that arcing is absolutely impossible! 

Ordinary links frequently fuse at 

-only one end, leaving the element sus- 
pended. The result is an arc with gases 
which leave a deposit on the nearest nut and 
screw, and cften even fuse the metal parts, 
making it difficult and sometimes impossible 
to disassemble the fuse. An arc, as every 
electrician knows, exerts a highly destruc- 
tive action on the fuse casing. 

Arcing and electro-metallic deposit cannot 
occur in “Union” Renewable Fuses because 
the entire center of the link melts completely 
and leaves a wide space which absolutely 
prevents arcing even on slight overloads and 
low voltage shorts. Neither can the metal 
parts fuse, for they are too far from the 
center of link to be injured. 

This is only one of a number of exclusive 
features that make “Union” the easiest and 
quickest fuse to renew. 


“Union” Fuses, both Renewable and Non-Re- 
newable, in all capacities, both 250 and 600 volt, 
have the highest approval of the National Boaril 
of Underwriters. 

Leading electrical jobbers and dealers every 


where sell “Union” Fuses. New_96 page catalog 
on request. 











~~ ‘The “UNION” saves more than 
ANY other renewable fuse 


(Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, 
Cut-Outs, Fuse Plugs, Automobile Fuses, Re- 
newable and Non-Renewable Enclosed Fuses. 


CHICAGO NEW YORK 




















REMI FUSES 
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| on the purchasing agent of a large in- 


| came back with, “Why the hell don’t 
_you?” TI left that day with an order 


| but it can. My wife says my chief 
| characteristic is the will to have a 





_ selling. 








George S. Milner 


(Continued from page 23) 


































‘‘Never give up—never give up, 
George,’ he urged. ‘Let me tell you 
of an experience of my own which has 
taught me that lesson. 

““For two years straight I called 


dustrial plant down here in Ohio. 
Every two weeks regularly I called, 
sent in my card and had it returned to 
me They didn’t need anything. 

““One day after I sent in my card 
the purchasing agent came running out 
and exploded. He wanted to know 
“Why the hell I kept calling on him” 
when he never gave’ me an order? I 


and it taught me never to give up.’ 

“T have never forgotten that lesson, 
and if I have a motto it is: ‘Never 
Give Up.’ The easiest thing in the 
world to say is, ‘It Can’t Be Done,’ 


thing done. I often go home and find 
that one of the men on my farm has 
told her a certain thing ‘can’t be done,’ 
but after buckling down to the job my- 
self I usually find that there is a way. 
Running an electrical business and 
selling supplies is no exception. 

In comparing salesmanship of today 
and yesterday George Milner contends 
that it never was necessary to be a 











T. F. Holt, Kimball Electric Co., New 
York City, says that “Sell "Em Something 
More” is easy. We'll say so, with “Flo” 
and “Rose” standing by to tell ’em where 
‘o sign. Probably they’re two reasons 
why Holt says he has his own way of 
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Now is the time 
to freshen up 
your counters! 


How about a little spring house 
cleaning in your shop? 





Polish up your C-H 70-50 dis- 
play cabinet—or if you have none 
—have your jobber send one. 


Spring is going to bring re- : ‘ —_ at 
newed appliance business and 


this polished metal display cabi- hoe OTs | ste rs sand lron ns | 


A Reet ees state 


net will do its part in making 
sales. 

The glass cover keeps the 
switches clean while storage 
space below is provided for a sec- 


ond tray of 10 Seventy-Fifties. This metal cabinet is sent free with your order 
for 20 C-H Seventy-Fifty Switches. It is beautifully 
finished in three colors with beveled wooden base 
and rubber nubs to prevent scratching. 


Convenient 
Control of fu aie 


Current 1s Important How to Set Up the Cabinet 


Users of electrical appliances have now come | 
to realize that to get the most out of them, it is 
important to be able to conveniently control the 
current. The 70-50 is an established well-known 
accessory with which the public is familiar. 








1. Place the two 
small wire rods in 
the slots at etther 





end of the case. 


The switch may be located at just the position 
on the cord to provide easy means of control. . 
For toasters and table appliance this is near the 
device—for irons and washing machines, the 
switch should be located so that when in use it 
will be about shoulder height. 








Put your Cabinet on display—let your prospec- 


tive customers know you are ready to provide 2, Place the 
this switch convenience. Replenish your stock metal sign in place 
now ! by slipping the two 


slots in it over the 








rods. 


THE CUTLER-HAMMER MFG. CO. 
MILWAUKEE, WIS. | 


S71. It- 
(CH Se yerly TTY ES 
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OK UNBREAKABLE 
OUTLET BOXES 


FOR ARMORED CABLE and 
NON-METALLIC FLEXIBLE 


IT’S STARTED! 
The jobbers 
who can read 
the handwrit- 
ing on the wall 





CAT. NO. 10XM 


are buying them. It’s a new box of 


stamped steel with a Giant Clamp. 
Wherever shown it’s sold. 
Saves labor and material. 


It's much lighter, so saves in freight and 


cartage. 


AND ABOVE ALL 
IT’S A BETTER JOB! 


Get On the Band Wagon 
With Real Jobbers and 


ORDER NOW! 


Write for full information 


Atlantic Electric Goods Co., Inc. 


1172 Broadway, New York City 


Agents in all Large Cities 








| 





member of the “uplift league” to be a 
good salesman. He recounted one of 
his own experiences which taught him 
that very early in the game. 

He had called up the manager of 
an out-of-the-way lighting plant and 
made an appointment to meet him in 
the local ‘Commercial Hotel.” After 
sitting around for some time discussing 
volts and amperes (Volstead was only 
a rising politician then) the central- 
station manager suggested they go 
downstairs and have a drink. 

Though Milner was—and always 
has been—a teetotaler, he wanted to 
be a game sport and a good salesman. 
Down they went. Milner didn’t know 
what he wanted—he didn’t know what 
Mr. Light Plant 
gin. Milner 
thought he’d have the same. 

The bartender served the gin in 
whiskey glasses with a “chaser” of 
water in the same kind of a receptacle. 
Milner took a which 


there was to want. 


Manager would have 


sample _ sip 


_knocked his foot off the brass rail. 


Probably having seen it done on the 


| stage, while Mr. Manager wasn’t look- 


| Several drinks 


ing, he drank the water ‘and left the 
gin. The water and the gin being the 
same color no one knew the difference. 
were consumed and 


_ each time Milner repeated the perfor- 


mance. 

After going upstairs 
Manager suddenly asked out of a clear 
sky: “Do you know Allan Pearl of 


again, Mr. 


| the Central Electric Co.?” 


“Why, yes,” said Milner. “I’ve met 
him.” 

“Do you know he’s an awfully fine 
back to the shell- 

“He never touches 


fellow,’ came 


shocked Milner. 


| a drop.” 


“And to this day,” mused Mr. Mil- 


‘ner, “that fellow must think I’m a 


confirmed drinker to be able to take 
gin without a chaser. That taught me, 
though, that to be a good fellow and 


' a good salesman a man does not have 


to drink, and I haven’t touched a drop 
since.” 
One day during the period of time 


| that Milner spent with Western Elec- 


tric Co., J. A. Erner, who then was 
the head of the J- A. Erner Electric 


Co., contractor of Cleveland, came to 


| around the 





'he didn’t seem to take much stock in 


Chicago, presumably on a buying tour. 
It fell to Milner’s lot to show him 
Western Electric ware- 
house. 

“T noticed,” said Mr. Milner, “‘that 
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THE ROYAL MAN 


The Royal Man is trained in mat- 
ters of housecleaning and nodoubt 
he can show you many interesting 
labor-saving methods of cleaning. 

Without obligation on your part, 
he will be glad to clean a rug for 
you and let you judge for yourself 
the worth of the Royal. 


The P. A. Geier Company expects 
every Royal Man to be courteous, 
considerate, and never insistent in 
his dealings with you. You must 
never hesitate to ask a Royal Man 
for a demonstration in your home. 

In practically every community 
there is a Royal Man connected 
with a reliable retail store handling 
electrical appliances, who will be 
glad to explain the superiority of 
this new cleaning method. 

If you do not know where to 
reach him, write us and we will 
see that you are put in touch 
with him. 








Read What We Say About Your 


Salesmen in “Saturday Evening 
Post” and ‘‘Good Housekeepin3,’ 


HERE at the left, is the ad of The Royal Man 
now being printed in the two preatest home maga- 
zines, Saturday Evening Post" and “Good Housekeepin3” 


All your best prospects read one or both of 
these magazines. These prospects are impressed with the 
fact that this Royal Man—your salesman—is a courteous, 
dependable, helpful demonstrator of the better method of 


housecleanin},. 





Nothing like Royal Advertisin3, 
has ever been done before. It's your 
advertising. And the bi, advantage is 
that it not only helps sell Royal Clean- 
ers but it strengthens every department 


of your business. 
Appliance profits. 


It is the key to 


The 


P. A. Geier Co. 


Limited. 





Cleveland, Ohio 


Manufactured in Canada by 
Continental Electric Co., 
Toronto, Ontario 


Royal Direct Action 
Selling Plan 
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The Type “C” 
Enclosed Switch 





Notice the operating mechanism— 


large cast iron handle, heavy strap-iron cross bar, strong 
barrel-type spring. A strong combination where strength 
is needed. Even if the contacts were badly burnt (the 
positive quick break goes a long way to prevent this, how- 
ever) the switch could be operated on account of this 
rugged construction. Don’t overlook this selling point. 


The rest of the switch is made just as well. Armco Ingot 
Iron box-baked enameled finish—heavy copper parts— 
generous wiring space. 


_ And the price is about the same as what it costs to 
install a knife switch in an ordinary iron box. 


This is only one type of a complete line. Send for in- 
formation on other types. 


The Trumbull-Vanderpoel 


Electric Manufacturing Co. 


Incorporated 


Bantam, Connecticut, U. S. A. 














what I was teliing him. Finally when 
we came to a secluded corner in one of 
the stockrooms, he broached the sub- 


| ject of my coming to work for him. 


I had turned down an offer he made 
before, but here behind the high 
shelves he finally sold me the idea of 


| taking charge of the supply end of 


his business.” The J. A. Erner Elec- 
tric Co. had just consolidated with a 
small local electrical supply house and 
it was this end of the business that he 


| took charge of. 


That was 20 years ago, but with 
Milner on the job for two decades 
many things have transpired. From 
a small store with Milner as the one 
salesman, he has built the institution 
to the point where it is now one of 
the largest in the Lake Erie region. 
The number of salesmen totals 16, 
and instead of a few square feet of 
floor space there are now 74,000 
square feet in the main building, com- 
prised of three floors and basement, 


' and another warehouse on St. Clair 
| street. 


George Milner was one of the first 
—and probably the first electrical 
supply jobber—to expound and carry 
into practice the theory that motor- 
driven appliances could be merchan- 
dised to the housewife and used in the 
home. He went into this business 

















Some of the boys at the Commercial 
Electrical Supply Co., St. Louis, dared 
L.. E. Chance to send in his photo. What 
could he do but live up to his name? 
What’s more, he said to have all the fun 
with it you can, as Hardluck Sam would 
say. Which was fair enough. We don't 

| have a rogues’ gallery, but you can get 
back at them, L. E., if you'll send in some 
| snap-shots and the dope for the captions 
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Just Out— 
The new ILG1922 


Illustrated Sales Man- 
ual — a book that’s 
worth its weight in gold 
to every wide-awake 
electrical dealer. It 
tells all there is to 
know about the mon- 
ey making possibili- 
ties in ILG Fans. 
Ask for this bbok— 


it’s Free: 
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Why NotSend For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 


is its name and it’s written so you can under- 
stand every word. It will give you a new line 
of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us aline. We’ll send 
enough copies to go around 


Hemingray Glass Company 


Offices and Factories 
Muncie - Indiana 


Manufacturers of Glass Insulators since 1863 











The Knob for the Job 


There are thousands of jobs and millions of 
places where the knob and the job must 
come together in the big rush of building 
now under way. 


“EVEREADY” 


weg. Porcelain Split Knobs 


tire Nail Make 
It the Knob 
for the Job. Licensee, Pat. 1,354,396, Sept. 28, 1920 





are the knobs for the jobs. No missing parts; no fuss- 
ing; no delay. Just a knob and a job that go together 
for efficiency and profit. 


Write to us for further information 


Davidson Porcelain Company 
East Liverpool, Ohio 
Also Manufacturers of Solid Porcelain Knobs and Cleats 




















when it cost $100 to sell a $100 wash- 
ing machine, and as a result is today 
one of the most successful distributors 
of motor-driven appliances in the ' 
United States. 

By tenaciously living up to his mot- 
toes, “Never Give Up” and “It Can 
Be Done,” both he and the company 
he heads have become recognized lead- 
ers. Just a little illustration of how 
and why he learned to keep everlast- 
ingly at it. 

“T always entertained at least one 
superstition,” he told Tue Josper’s 
SALESMAN interviewer. “That was to 
always make a call at the verv place 


| where I thought by all indications and 


past experiences I wouldn’t get an or- 
der. 

“In the days when I was on the 
road I had to carry a 40-lb. catalog. 


| My calls were largely upon industrials 


in small Ohio cities and it always 
seemed to be the case that the plants 
would be scattered along railroad 
tracks two and three miles from the 
town and in opposite directions. After 
I had tramped the railroad ties for 
several miles in the hot sun without 
getting an order I often thought, ‘Oh, 
what’s the use—that other fellow on 
the opposite side of the town never 
has given me an order and I’m all in.’ 
But then I would remember the coun- 
sel of my old friend at the George 
Worthington Co.: Never give up. So 
hot, tired and dusty as I was, I always 
made it a point to make that last call 
where I least expected an _ order. 
In the majority of cases I would get 
my order, so my advice to the sales- 
man today is: Never give up—call on 
that prospect no matter how you fec! 
or what you believe the consequences 
will be.” 

Although Mr. Milner’s mother says 
she never raised her boy to be a farm 
er, the desire never left him, and 
today he owns and lives on a small 
farm near Chagrin Falls, a small town 
near Cleveland. Here he cultivates 
the land, keeps several cows, three 
riding horses, and poultry. All these 
are his pet hobbies and most particu- 
larly the horses. Even when still in 
dresses he wanted to take the reins 
from his father and never would be 


content with just the ends of the tines. 


Farming has not occupied all of his 
time outside of the office, for he man- 


| aged the two electrical shows held in 
Cleveland in 1919 and 1920, was 


president of the Cleveland Electrical 
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ACUUM cleaner cord gets the hardest service of any 

of the appliance cords in the modern household. It 

gets dragged around, twisted into loops and knots 
and pulled out straight again, every time the machine is 
used, and frequently it has to reach from the room having 
a.convenience outlet to another without an outlet. 





To withstand this usage PARANITE vaccuum cleaner cord 
is made specially flexible and with an unusually durable cover. 
The conductor is 42 strands of No. 34 gauge copper where the 
ordinary cord for this service is 16 strands of No. 30. The 
extra flexibility and strength of PARANITE insures long life 
and satisfactory service. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


CHICAGO OFFICE, 210 South Desplaines St. 
NEW YORK, The Thomas & Betts Co., 63 Vesey St. 
es PARANITE®s: C\ 
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Quicker Sales 
and Satisfied Dealers 


Make Them 
with the 





with 
Adjustable Nozzle 
& Detachable Base ' 





Used in the hand or on 


base as shown, leaving 
both hands of user free. 


Nozzle tilts at any 
angle directing air as de- 
sired — permits SUNNY 
to fold up compactly for 
travelers. 


Double Utility—Double 
Value—Double Selling 
Appeal. AND the price 
appeals. 


If your firm has not 
written for our proposi- 
tion better ask Mr. Sales 
Manager to do so. It’s a 
winner for you. 


JOHN JORGENSEN CO., Inc. 
120 Liberty Street, New York 











League for two terms, and has been 
a director in it ever since its founda- 
tion. 

He is active in the Cleveland Ad 
Club, is a member of the Rotary Club, 
Chamber of Commerce, Builders’ Ex- 
change, Cleveland Athletic Club, and 
an associate member of the American 
Institute of Electrical Engineers. The 
Commerce Finance Co. and the Ritter 
Commercial Trust claim him as a di- 
rector, while both the Cleveland Fi- 
nance Co. and the Commercial Savings 
& Loan Co. know him as a vice-presi- 
dent of their institutions. 

George S. Milner’s conception of 
success shows an unusual quality in 
the man. “Money never meant any- 
thing to me; success has. Money as 
a by-product is all right, but I have 
always been keen for the good-will 
and respect of my associates and 
friends. 
cess and that is the way I would be 


To my notion, that is suc- 


and hope I am successful.” 

To prove the veracity of his state- 
ment, when he came with the Erner 
Electric Co., J. A. Erner asked what 
He told him, but also 
added that he thought he could live 


he was making. 
on less. However, he was given the 
same pay. “It was moral success I 
wanted,” added Mr. Milner. 

Some of his lofty and commendable 
ideals have undoubtedly been derived 
from his devout work in the Baptis= 
church. He is now going to the same 
church that he did when he was nine 
years old, and is naturally one of its 
He has lead Sun- 


day schools as their superintendent, 


staunchest pillars. 


helps support a small country mission, 


and still leads a young men’s Bible 
class as well as being a trustee of tie 
Cleveland Baptist Association. 

Milner is a man whose feelings 
penetrate deep. Since losing his 
oldest boy some time ago he has had 
to give up some of his numerous ac- 
tivities. He goes his way in a quiet, 
unassuming fashion but is a deep, 
analytical thinker, never failing to ac- 
complish that which he sets out to do. 

In summing up the character of 
George S. Milner the statement of one 
of his business associates speaks vol- 
umes. 

“The greatest thing about him that 
is to be admired,” says this associate, 
“is his 
He is about the most generous man 
with whom I ever came in contact 


uncompromising generosity. 





generous to the degree that often it is 
injurious to his own self. But that 
never seems to matter. 

“He is always most sociable and 
affable; he never comes to work with 
a grouch, but is just the pleasant, 
agreeable, cordial man in the morning 
that he is on his departure in the eve- 


ning. Socially and in business alike 
he is always good company. An op 
timist and an untiring worker is 


George Milner—nothing ever seems to 
wear him out. And of all things he is 
very careful never to offend anyone's 
feelings. What has contributed most- 
ly to his success is his ability to ana- 
lyze a situation and determine its fine 
points. One to him with a 
problem and after some deliberation 


can go 


he can analyze and solve it down to 
the most minute detail. Ninety per 


cent of the time he is correct.’ 











gare” 


$ 


Here’s the man who is putting the battery department over the top at the MeGraw 


Co., Omaha, Neb. He is C..Z. 
of manager of that end of the business. 
Woody is proud of his “carriage.” 


(Woody) Woodworth, newly appointed to the job 


Besides being proud of his department, 


Its name is “Paige.” 
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New Automatic Couplers and Other Desirable Features and Refinements Make 
the Lionel Line a Faster Seller Than Ever 


New automatic couplers are now standard equipment on all Lionel cars and locomo- 


tives. 


All the boy needs to do is to bump the cars together and they couple instantly. 
Uncoupling is accomplished by a touch of the finger. 
part in any other toy train manufactured. 


This new device has no counter- 
It is exclusive with Lionel. 


New and More Powerful Locomotives 


Lionel locomotives for 1922 are being built 
with greater hauling power than ever before. 
This new power which makes the engines cap- 
able of hauling more cars at higher speed, is 
produced by equipping them with more pow- 
erful motors. No additional useless weight 
has been added. The increased tractive power 
is due exclusively to the greater power of the 
locomotive. 


National and local advertising is carrying the 
message of these great new improvements and 
of the general superiority of the entire Lionel 
line of locomotives, “Multivolt” Toy Trans- 


THE LIONEL CORPORATION 


48-52 East 21st Street, New York City 


Entire Sixth Floor 





ric 


ELECTRIC TOY 


GMaltivolt Transformers 


7 i\ 


m 


formers and accessories to the boys of the 
United States. Don’t be caught short on your 
Lionel line this year as so many dealers were 
in 1921. Business for January, February and 
March at Lionel head- 
quarters was greater than 
ever before. 


For Twenty-two years 
Lionel has been the 
standard of the world. 





Announcement 


The Lionel Cor- 
poration requests 
your presence at 
its newly built 
and _ decorated 


. show room, oc- 
Write today for complete cupying the. en- 
catalog and trade price | tire sixth floor at 
list. 48-52 East 2lst 

Street. Our sales 


force is always in 
attendance to 
jemonstrate each 
Lionel outfit. 











Y | Ip. 
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Irrigating Your | 
Market for You | 


Making Two Sales Grow 
Where One Grew Before 


We are going out after business 
hammer and tongs this year! And 
in Our aggressive and: progressive 
sales policy, our consumer advertis- 
ing plays a major part. We are 
carrying the “LITTLE CHEF” 
story right into the homes of the 
American housewife—a welcome 
message of household convenience 
and lightening of work. 


With the May issue, we start in a 
campaign in the Ladies’ Home 
Journal— that great home makers’ 
“trade paper” reaching, with its two 
million circulation, practically 2 out 
of every 7 electrically wired homes 
in the country—and in YOUR com- 
munity. 


Thus we “irrigate” your sales—help 
cultivate them—make them multi- 
ply and increase. We want to help 
you in every way we can. 


Write us for the complete “LIT- 


TLE CHEF” proposition, dis- 
counts, etc. 

THE ONLY Low-priced Electric Toaster 
Stove Backed by a _ Positive 1-YEAR 


GUARANTEE—and Behind that Guaran- 
tee is the house of McAllister, Established 
» 1e7e 


The W.B. McAllister Co. 


CLEVELAND, O. 
EST. 1875 

110 V & 220 V—$2.00 

Complete with 6 ft. Cord and 


Add 25c for Southwest $ 
and Pacific coast | 


5 & 
Little Chef 
Electric Stove _—i- gui ay | 







Jobber Learns How to “Sell’Em 
Something More” 


“Learn something more; then you 
can sell em something more,” says P. 
G. Gough, of Listenwalter & Gough, 
Los Angeles jobbers. “It takes a long 
time to tell something you don’t know 
—a truth which too few jobbers’ 
salesmen seem to appreciate. 


“Whenever you have an opportu- 


| | nity to visit a factory from which your 


firm buys, try to find out more about 
the goods. Gather up a few rounds of 


| selling ammunition as well as a pock- 


etful of cigars. Get acquainted with 
the product as well as the telephone 
operator. It'll pay better.” 

On a recent trip East with his sales 
manager, P. A. Horton, Mr. Gough 
put in several days at the factory 
where he buys cleaners. “Barney” 
Barnell, who is known as a star sales- 
man of Royal cleaners, took the op- 
portunity to demonstrate how the job- 
ber can “Sell "Em Something More,” 
even in the cleaner business. 

“Sell a set of 
every cleaner,’ he urged. 


attachments with 
“The rea- 
son people don’t buy attachments is 
because they don’t know how to use 


them. Look here—”’ 


And Barnell proceeded to demon- 








strate a point not known to many 
salesmen. The average retail buyer 
who is induced to take a set of attach 
ments uses the suction tools wrong, 
and therefore is dissatisfied. When 
these tools are used flat against the 
surface being cleaned, and the result 
is that a “seal” is created, and no air 
can be sucked up except that which 
passes through the fabric being 
cleaned. Surface cleaning is absolute 
ly prevented by this inept way of 
holding the tool, and the result is that 
the attachments prove unsatisfactory, 
which is the salesman’s fault. 

“There are dozens of items in the 
electrical list which fail in this way 
because of ignorant or incomplete 
salesmanship,” declares Barney. “In 
talking about various appliances | 
often hear the jobbers’ men say, ‘Yes, 
we carry ‘em, but we don’t push ‘em; 
they don’t seem to give satisfaction.’ 
The boys say this about many items 
besides cleaner attachments, but the 
reason they say it is the same—they 
don’t know how to explain the small 
details that insure the customer's sat 
isfaction.”’ 

Any salesman who thinks he hasn't 





“Barney” Barnell Showing P. G. Gough and P,. A. Horton, of Listenwalter & 


Gough, Los Angeles Jobbers, How to Use Cleaner Attachments. 
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The advantages of our Column {i Unit Catalogs, National Standard Size, are 
becoming increasingly apparent to jobbers all over the United States. Their 
adoption has not been confined to any one section, as indicated by some of 
the representative localities noted above. In a number of instances a dot 
represents several customers in the same city. These catalogs meet the 
needs of jobbers regardless of the requirements of their customers in 
diversified fields. 


Within the past three months a larger number of orders for Column fa} Unit Catalogs, 


National Standard Size, have been placed with us than in the preceding three years. 
There is a dual reason for this: 


First, the increasing recognition on the part of Jobbers, that a modern up-to-date cat- 
alog will materially assist them, right from the start, to take the fullest advantage 
of improving conditions in business, notwithstanding the fact that competition is now, 


and will probably continue to be, keen. 


; : é - fz ies 
Second, the growing realization on the part of the Jobbers that the Column fa Unit 
Catalog, National Standard Size, as compiled and produced by us, is the best form 


that their catalogs should take in order to be productive of the greatest good to them. 


Would you like to have a representative call who can plan intelligently with you on 


your ELECTRICAL SUPPLY CATALOG printing problems? 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 
THE COLUMN eal UNIT CATALOG 


NATIONAL STANDARD SIZE 





80 LAFAYETTE STREET NEW YORK CITY 
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STANDAR 


“the PAD dependable’’ 





Three Heat 12x15 $9.00 List 
Made in 110, 220 and 32 Volts 


SELL YOUR CUSTOMERS-- 


this safe and 
guaranteed 
heating pad. 


IT proved advantageous 
for electrical dealers 
to replace the incon- 
venient flat iron with 
a modern electric 
model. 


WHY can’t we. get to- 
gether now and elimi- 
nate the much more 
inconvenient and in- 
efficient hot water 
bag? 


MADE RIGHT— 
PRICED RIGHT and 
HIGHLY PROFIT- 
ABLE— 


the Standard will put 
your heating pad 
business on a profit- 
able and permanent 
foundation. 








*Get our 
proposition 
today— it is 
RIGHT 


STANDARD ELECTRICAL APPLIANCE CO. 


Beverly, New Jersey 





Manufacturers of Heating Pads Exclusively 
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| time to master these sales-making de- 
| tails is advised to give a second glance 


at the picture on page 86. When as 


big a man as Gough and as smart a 


_ sales manager as Horton can afford to 


spend their time visiting factories and 
studying how to “Sell "Em Something 
More,” it’s a cinch that salesmen in 
the field should 
chances to get acquainted with prod- 


not overlook any 
ucts they sell. 
e ’ y e 
Friday, the Thirteenth 
(Continued from page 17) 
randum book for his use in bringing to 
mind all of the many items used on a 
given job of contracting or engineer- 
ing work. Then, when he gets an or- 
der for this or that, he can, by inquir- 
ing, learn what job the contractor or 
engineer has in mind; and the little 
memo book then will stand him in good 


stead in suggesting other items that | 


should go into his order. Before long | 


he will have those things in mind and 


will not need to refer further to his 


book. 

“And _ here,” 
other point which, while not original 
with me, is something that every sales- 
man who hopes to get ahead must un- 
derstand and observe. On the basis of 
getting along with only the necessities 
of life, man would not have progressed 
beyond a primitive state of existence 
—we'd still be swapping eggs for cal- 
ico and lighting our houses with rush 
lights. Man, however, is a progressive 
animal and craves the luxuries along 
So he hustles in 


he continued, “is an- 


with the necessities. 


order to get a surplus over and above 


what he needs to pay for the necessi- 


ties; and when he gets it he spends it | 


for the things that to him make lif 
worth living. 

“What I’m getting at is that the 
real, worth-while profits are in the 
luxuries and specialties. Staples are 
sold on quotations. 
them for sale, and the customer knows 
all about them; he wants only to be 
told the price. There is no chance for 
And the electrica! 


business today we have both necessi- 


salesmanship. in 
ties and luxuries.” 7 

That last point of Mr. Vogel’s would 
be an excellent one to print on a card 
as a sort of motto, to hang on the wall 
alongside of that other one about pick- 
ing a good boss. Just suppose that in 
the electrical jobbing business only 
necessities were handled, things that 
everyone knew about except the lowest 


Everybody has | 








“Red Devil” 


Connectors 
For Accurate Work 


HE old timer who wants 
clean, accurate work 
chooses “Red Devil” be- 


cause he knows he can always 
count on them to live up to their 
reputation. The leading = rail- 
roads and public utilities use 
them because they meet all their 
specifications, Over a quarter 
century’s reputation behind 
them for quality. 













Drop forged of 
high grade steel. 
Holes are milled 
to correct size to 
insure a_ perfect 
joint. Handles 
are spring tem- 
pered; rivets are 
hardened. 








“Red Devil’’ Con- 
nector No. 
shown here, 
Nos. 6, 8, 10, 
and 14 iron wire; 
Nos. 4, 6, 8, 10 
and 12 copper 
wire, and Nos. 8, 
10,12 and 14 Me 
Intyre Sleeves, 


are 
made in a variety of styles, sizes 


“Red Devil’ Connectors 
and prices. You can sell them 
to advantage and at a good mar- 


gin of profit. 


Send for literature and 
trade prices 


SMITH & HEMENWAY CO. lac. 


Manufacturers of “‘Red Devil’ 
Electrical Hand Tools 


266 BROADWAY, NEW YORK, N. Y. 





Electricians’ Rap- 
Bits are 33% per 
boring, 


“Red Devil” 
id Boring 
have 10 


cent easier 


per cent greater clearance, and 
bore with or against the grain 
of any wood. 
let. 


Send for book- 
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Safe! That’s the big point. Klein tool belts and safety straps 
are oversize, over-strength throughout—absolutely dependable! 


Only the finest of selected harness leather is used, securely 
sewed and riveted throughout into a sturdy, dependable hold 
The loop layer on the tool belt is formed into six tcol ioops and 
Pliers is sewed and riveted to the main belt, which is aiso passed 
Splicine Clam through the D rings as an additional safety measure. 

Sleeve ~ Twisters 
Climbers Copper safety liners are provided at D rings on iool belts and 
Tool Belts at the snaps of safety straps, as an added precaution. Both 


Safety Straps . 
Lag teins safety straps and tool belts are adjustable. 


Wire Gri ’ , ea ; : 7 
Siew Tlieness Don’t take chances on your linemen’s lives—tney are entitled 


Tool Baes to the best—buy Klein tcols and safety straps. 
Charcoal Furnaces 





Jobber Salesmen! This is No. 3 of a series of ads to the trade. 
There are 65 years of good-will back of what we say! 


Mathias 
Established 1857 Chicago If] USA 





‘St aysalite Torch 
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A New Porcelain Bell Ringing Transformer 


Its handsome appearance recommends it. 


Its dependability in severe service conditions establishes 
firm friendships for the seller. 


The culmination of ten years’ experience in the manu- 
facture of low voltage transformers. 


Low Voltage Transformers 


constitute the most complete line on the market embody- 
ing the highest degree of design, material and work- 


manship. 
DONGAN ELECTRIC MFG. CO. 


2987-2993 Franklin St. ‘ Detroit; Mich. 








NATIONAL BRACKETS 


FOR 


RADIO AERIALS 


Think of the thousands of aerials 
that are being erected every day. 
Have you ever thought how easy it 
is to erect a radio aerial by using 
National Brackets? The radio 
field is a big one for you. 


Write for our new window card on 
“National Brackets for Radio 
Purposes.” 





National Metal Molding © 


Pittsburhg, Pa. 




















current price. Can you not see the fin- 
ish of all concerned, with each one try- 
ing to offer the lowest price—can't 
you just? I mentioned that thought to 
Mr. Vogel, and this is what he said: 

“Competition ceases to be competi- 
tion when it excludes profit. Besides, 
customers secured on a price basis 
alone never stick. Service, business 
friendship, a spirit of live and let live, 
the mutual regard and respect of the 
contracting parties—those are ~ the 
things that make for a lasting business 
connection. Competition, as the saying 
goes, may be the life of trade, but it’s 
co-operation that makes that life 
worth living. 

“Now there’s one thing more that | 
want to say. It has been said many, 
many times, yet there still are men 
who have to understand that it is fun- 
damental for success. I mean this: 
The salesman who wants business can 
always get that business—providing 
he gives its. equivalent in time, effort 
and thought. The present conditions 
prove that this is so. 

“Some jobbers and their salesmen 
finished the year ‘in the red’; others 
came through with a nice profit. You'll 
find a similar state of affairs in other 
fields. Why? In the main, they have 
‘small advantage over one another re- 
garding prices or lines. The reason is 
that the group that came through on 
top conformed to the law of compen 
sation by putting the necessary time. 
effort and thought into their business. 

“That is what is needed today—the 
old-time confidence in the future of 
business, backed up by plenty of 
thought and hard work. One of the 
greatest losses resulting from the war 
has been through the slowing down of 
business effort generally, During the 
period of the seller's market many 
salesmen got so in the habit of having 
| business come to them without effort 
on their part that they seem actually 
| to have forgotten how to sell. 

“One of our own salesmen came to 
me some time ago, and I listened while 
he .bemoaned the stagnation of busi- 
ness. When he ran down and stopped 
for breath I asked him to tell me hon- 
estly if he was putting his best licks 
into his work. He thought for a mo- 
| ment and then said that he perhaps 
could work harder and think more con- 





structively. 
“So I told him that I had confidence 

| in him and would believe whatever he 
| told me about his business, on one con- 
dition. I insisted that he first put him 
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The “Northern” Line 


THE LINE TO TIE TO. 


Made to Sell at a Moderate Price, and Guaranteed to Stay Sold 
Because They Serve Well. 


ELECTRIC 


HEATING PAD 
Three-Heat — $8.50 List 


The 
“Northern” 
Line 

A Better 
Line 

of 


Lowi Priced 
Appliances 


Complete with 10 feet of cord, a 
three-heat switch, two-piece attach- 
ment plug. Covered with soft eider- 
down. White washable slip for san- 
itary purposes. Regardless of price, 
one of the best heating pads on the 
market today. 


The “SERVICE”  fret'and waver Ros 


A high-class appli- 








ance, fully guaran- 
teed—now made in 
two sizes in response 
to the demand. The 
low. retail prices 
have made them wonderful sellers. The 





removable clamp makes the “Northern” 
Curler a combination curling iron and 
waver rod. It is highly nickel-plated with 
a black ebonized handle, six feet of cord, 


and two-piece separable plug. 


“Service’’ No. 55. Lists at 
eat $4.50. 

11144” long. Diameter of Rod 

¥% “a 


“Service” No. 77. Lists at 
$4.00. 
No. 77 10144” long. Diameter of Rod 


The “Midget” Toy 


Electric Flatiron 


Every little girl will want her moth- 
er to buy one of them. They're 
miniature flatirons and can be used 
for ironing handkerchiefs and small 
pieces. Perfectly safe. 27 Watts 


Investigate 
The 

Selling 
Possibilities 
and 
Quality 
of 

This 


Merchandise 
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WRITE FOR LIBERAL DISCOUNTS 


Northern Electric Co. 


222 North Sheldon Street Chicago, Illinois 


THE STANDARD ELECTRIC SALES CO. 


Central West and New England Distributors 
105 W. Monroe St. Chicago, II. 
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Manufacturers’ Distributing Co., 291 Broadway, New York City 


GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 


The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 


It eliminates all frictioa, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 


Send for Literature. 


Mercury Time Switch Co. 


31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 


“Sell "Em Something More” 

























Signlite 





with blue bulb 





‘Signlite”’ is the Best 
Light for Signs 


It gives Better and 
Cheaper Illumination 


Signlite is an unusual light for signs, It 

is the only lamp for signs that is rated and 

guaranteed not more than 10 watts. 

It gives brighter and better light because 

of the concentrated filament. It saves power 

and reduces lighting bills. 

Whatever your customers’ requirements, 

“Signlite Fills the Bill.” 

Made in clear, blue and frosted bulbs. It 

is rugged and will stand up. 

Write for discounts today. Get in on one of 
the biggest propositions of the year. 


Manufactured Exclusively for 


Save Sales Company 


261 Broadway, New York City, N. Y. 








| self in a position to talk from the point 
| of view of one who was doing his hon- 
est level best. Well, it wasn’t long 
before that man’s business was more 
than doubled. 

“That incident illustrates a point 
which no man in business can well af- 
| ford not taking home to himself. For 
he who is not doing his best is not in 
| a position to pass judgment intelli- 
| gently. The man who is doing his real 
best seldom has any reason for com- 
plaining.”’ 


Sell ’Em Recintines More 


(Continued from page 12) 


1922 as large a volume of business as 
it did in 1920, the banner year in its 
history. You, as the final contact 
point with the public, are the one that 
can best apply the ‘Sell "Em Some- 
thing More’ principle, and are there- 
fore urged to keep in mind constant- 
ly, and have your sales people keep in 
_ mind, the fact that the man who comes 
| into your store to buy a fuse plug is 
a potential customer for a washing 
machine, an electric iron or some other 
electrical appliance. The clerk who 
simply hands the customer the fuse 
plug, collects the 10 cents, and then 
leaves the customer ought to be dis- 
charged. ‘Sell "Em Something More’ 
should be the slogan, and a 10 cent 
| sale will frequently be turned into a 

$10 sale if the man behind the coun- 
_ ter is on the job. Keep this in mind 
' and ‘Sell "Em Something More.’”’ 

W. M. Perry, president of the Per- 
ry-Mann Electric Co., Columbia, S. 
C.: “We think very well of this pro- 
position because if the dealers can 
be shown how to sell more it will 
benefit the whole industry.” 

B. E. Pearce, of the Pierce Elec- 
tric Co., Tampa, Fla.: “We are with 
you 100 per cent.” 

L. E. Trotter, assistant sales man 

| ager of the Post-Glover Electric Co., 

Cincinnati: ‘You may rest assured 
| we are 100 per cent in accord with 

this idea of ‘Sell "Em Something 
_ More,’ and will do anything we can 
to assist this good work.” 

C. B. Montgomery, manager of elec- 
trical sales, W. A. Roosevelt Co., La 
Crosse, Wis.: “‘We think it is a very 
good movement and have asked our 
salesmen to get behind it and push it 


along.” 
J. G. Johannesen, manager of the 
Southern Electric Co., Baltimore.: 
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E. C. Alcott 


Our Chauncey Alcott is no sweet-voiced 
yodeler, but he sings the praises of 
DURADUCT because he knows it from 
Ato Z. 
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Ernest Says:— 


See that Black Line! 


That’s what you should look for when 
you buy loom, because it is the mark of 
genuine 


DURADUCT 


the non-metallic conduit with the Roller- 
Bearing Wireway and the Single Inter- 
woven Wall. 


It fishes easy, cuts clean and 1s a joy to 
the Contractor! 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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ATLAS 
RADIO 








Manufacturers of Quality 
Radio Apparatus. 


THE AMERICAN RADIO 
SALES AND SERVICE CO. 


MANSFIELD, OHIO, U. S. A. 








The FAST-SELLING“SELFBLO™ 
ge “It Blotws for Itself’’ 


No Pumping 
No Priming 


Just light it. In 20 seconds gives a 1400 
degree flame. : 


It is something new. Every electrician— 
every layman—will buy. 


Everywhere they are displayed in this hand- 
some three-colored container, gratifying 
volume of sales always realized. 









Retails for $2.00. 


Straight jobber-to-dealer 
policy. Generous profits 
—everybody protected. 








Nestiethes Co., Inc. 
Lynn, Mass. 


Successors to the trade names, trade marks, 
good will, formulas, etc., of the Federal Mfg. 
Co., Inc., of Boston, Mass. 














i Reading, Pa., branch house. 








“We assure you we are with you 100 
per cent in this campaign, and our 
salesmen are helping to spread the 
news. All of our salesmen receive 
THe Jopper’s SaLesMAN and in this 
way are able to keep in touch with 
your efforts.” 

H. R. Weisiger, manager of the 
Southern Electric Co., Richmond, Va.: 
“We shall be glad to do everything 
within our power to co-operate.” 

R. R. Roberts, manager of the 
Southwest General Electric Co., Hous- 
ton, Tex.: “We look for the cam- 
paign to bring great results for all of 
us. We are all with you, and trust 
that it will go over big.” 

B. A. Probert, sales department of 
the Frank H. Stewart Electric Co., 
Philadelphia: ‘““We think the idea a 
splendid one, and are anxious to tie in 
with it.” 

S. W. Cooper, Jr., of the United 
Electric Co., Wichita, Kan.: ‘We are 
willing to co-operate to the best of 
our ability. It is an exceedingly good 
idea.” 

H. M. Hopkins, of the Victor Elec 
tric Supply Co., Detroit: “We are 
heartily in favor of a campaign of 
this kind and will do anything we 
can to help. We are working with 
our salesmen on the proposition and 
will put it over.” 

M. A. Oberlander, supply sales 
manager of the Western Electric Co., 
New York City: ‘You have hit the 
nail on the head. If you can carry 
this message to the salesman he is 
certainly bound to derive a great deal 
of benefit from the campaign. It is 
along the line of thought a great 
many of us have been trying to im- 
press on the salesmen, for some such 
thing is necessary to increase sales. 
I feel that-every salesman should 
welcome the idea.” 

Bruce Wetmore, vice-president of 
Wetmore-Savage Co., Boston: ‘We 
want to tie in every way we can. We 
are doing some good work in the au 
tomotive equipment field, and the 
same can be done in the electrical 
field.” 





Salesmen Make Changes 
William A. McSweeney has joined 
the sales force of the Electrical Sup 
ply & Equipment Co., Hartford. 
Conn. His territory will be southern 
Connecticut. John A. Foster has been 
transferred from Hartford to the 
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APEX-ROTAREX 
MONTHLY SALES LETTER 


APRIL, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Properly Directing Work. 


To All Jobbers’ Salesmen: 


” 


“The World Owes Every Man a Living.” The man who learns how to collect it has mastered his 


biggest problem and put an end to all his worries. 


That Work is the principal factor in all big successes is agreed by the big business men who 
have succeeded. But work that is misdirected is wasted and brings few rewards. 


A man might work hard trying to sell a sunburn cream in the Klondike and fail completely 
when the same amount of effort on the same article at Palm Beach would bring big returns and 
success. 

It is the same in every other line of business. Work intelligently applied cannot fail to bring 
success. But effort and diligence alone are not sufficient; one’s efforts must be directed properly. 


It is everywhere predicted that the electrical appliance industry is destined to become within a 
few short years the greatest of all industries. The year 1921 was the most successful in the his- 
tory of the APEX-ROTAREX factory. Right now it is operating ten hours per day six full 
days each week, with night shifts organized in several departments. 


A business that rides thus with flying colors through a period of depression should command 
the interest of every ambitious man and the best efforts of every salesman affiliated with it. 


It is surprising that a great many supply salesmen continue to overlook the Opportunities in the 
appliance line. They are content merely to take orders for staple electrical necessities—such as 
pipe, wire, porcelain, etc——without ever making any effort to sell the dealer the APPLIANCE 
IDEA. 

Advancement, bigger earnings and success are to be gained by SELLING, NOT ORDER 
TAKING. That’s why we endeavor to reward REAL SALESMEN in our semi-yearly prize 
contests. There is a $50,000.00 APEX-ROTAREX CASH PRIZE CONTEST in full swing 
NOW. Are you entered? 

DIRECT YOUR EFFORT into SELLING APPLIANCES. It will bring you bigger re- 
turns than simply taking orders for staple supplies. You can do both and increase your effi- 
ciency and earnings while putting yourself in line for promotion. 


Helpfully yours, 


THE APEX ELECTRICAL DISTRIBUTING CO., 


R. J. Strittmatter: kh. Sales Manager. 
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(Rear view) 
Note the rigid cast aluminum fork 
and method of attaching same that 
permits of 7-inch clearance under 
low furniture. Handle locking de- 
vice. Swivel type rear caster (also 
serves as means of adjusting noz- 
zle). Rubber carrier wheels. Bristle 
brush attached to nozzle. 


(Attachment connection) 


Main nozzle unit is instantly at- 
tached or detached by a lever ar- 
rangement. The No. 5 attachment 
unit is operated in like manner (il- 
lustration shows No. 5 in position). 
The Sunshine attachment equipment 
consists of seven tools, designed to 
deliver maximum cleaning efficiency. 


—A Profit Maker 
= —A Builder of Good Will 


For you, SUNSHINE means more than the generally accepted dollars-and-cents consideration as a 
Profit Maker—the spread of profit is exceptionally attractive. SUNSHINE is a constant builder of Good 
Will, by reason of satisfactory service performed in the hands of owners—a recognized expedient to 
volume sales. 

SUNSHINE is the product of a pioneer manufacturer whose experience dates from the very earliest 


days of the electric cleaner industry, and who has put into this new cleaner the accumulated knowledge 
gained during these many years of electric cleaner development—truly, “Your guarantee of quality.” 








The Sunshine Finance Plan brings to every dealer the unlimited capital, the unlimited resources to 
offer the “Easy Payment Plan” freely and gladly to every woman in his community of good credit stand- 
ing. A plan that instead of taking more capital as the dealer’s business grows, automatically brings the 
dealer more capital, so that the more SUNSHINE Cleaners the dealer sells, the more capital he has with 


which to work. 
Full particulars regarding the Sunshine Franchise and Finance Plan, on request. 


SUNSHINE ELECTRIC CLEANER 


A Product of 
The Wise-McClung Manufacturing Company 


“Its Guarantee of Quality” 


SUNSHINE SALES COMPANY 


410 SEVENTH STREET 


NEW PHILADELPHIA, OHIO 







































Selling 

Points 

(1) Solid Casing. No pos- 
sibility of current leak. 

(2) No exposed metal 
parts. 

(3) One piece machine. 

(4) Tension can be regu- 
lated from outside. 


(5) Tension bar across top 
of machine to hold ad- 
justment permanently. 


(6) Thorough, clean-cut 
construction through- 
out. 


Retail f= 


Prices 
$12.50 \s 


to ei 
$35.00 \ 
‘SS 


Mr. Jobber’s 

Salesman, your 
house handles this. 
Sold through the Elec- 
trical Jobbing Industry. 























Havens Electric Company 
ATLANTA, GA. DA 







Pacific States Electric Compan Electrical Warehouse 
‘ OSTON, MASS. seed EL PASO, TEXAS 
Pettingell-Andrews Company 
Wetmore Savage Company 







FORT WAYNE, IND 


BUFFALO, N. Y. 


McCarthy Bros. & Ford HOUSTON, TEXAS 


gry ee 6 


16 E. 42nd St., New York 





SHELTON 
Violet Ray 


When You Sell the Shelton 


ALBANY, N. Y. CLEVELAND, OHIO 
Republic Electric 7) oe 
ALLAS TEX 


Carter Electric Company Southwest General Electric Company 
BALTIMORE, MD. ; DAYTON, OHIO : 

Southern Electric Company Wm. Hall Electric Co. 
BERKELEY, CAL. DETROIT, MICH. 


Manhattan Electric Supply Company 


Southwest General Electric Company 
Southwest General Electric Company 
Protective Electric Company 


Doubleday-Hill Electric Company 


“ - a General Electric Company 
vente Ort e MONT. NDIANAPOLIS, IND. 
Klectric Equipment Company veuan Electric Supply Company 

CHICAGO, ILL. KANSAS CITY. MO. 
Central Electric Company Funston Electric Company 
Electric Appliance Company LOS ANGELES, CAL. 


Pacific States Electric Company 
F Woodhill Hulse Eiectric Company 


Shelton Electric Company 


Machine the Guarantee 
of a Thoroughly Repu- 

table and Well-Known 

Organization is Behind 
Your Efforts. 










4 











sMUISVILLE, KY. ROCHESTER, N. Y. 


Belknap Hardware & Mfg. Company Wheeler-Greene Electric Supply Co. 
a= UK WIs. ~~ 


WAUKEE, 
SALT LAKE CITY, UTAH 
«ow on Sy" Capitol Electric Company 
SAN DIEGO, CAL. 
Electric Supply & Distr. Company 
SAN FRANCISCO, CAL 
Pacific States Electric Company 
Kohlway-Smith Alfs (Service Station) 
ST. JOSEPH, MO. 
HILADELPHIA, PA. American Electric Company 
Philadelphia Electric Company ST. PAUL, MINN. 
fn Northwestern Electric Equip. Company 
; oom SEATTLE, WASH. 
Robbins Electric Company Pacific States Electric Company 
Union Electric Company UTICA, N. ¥. 
TLAND, Ez. 


POR OR Porter Electric Company 
Posie = Electric —— 







Nugent Electric Supply Co. 
NORFOLK, VA. 
Woodhouse Electric Company 
OKLAHOMA CITY, OKLA 






WASHINGTON, D. C 
Carroll Electric Company 


30 E. Randolph St., Chicago 

















































Hair Dryer 


Both hot and cold air blasts, 
Detachable heating unit. 





Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 





Dental Engine (with stand) 
Equipped with S. S. White 


flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rh stat. Motor has re- 


versing switch and three step 
pulley. Height of stand 48”. 





Dental Engine (with base) 
Same as stand model above 
except for highly polished 
heavily nickeled base. 





Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth. 


Upholstery Cleaner 





special 
hose. 
cord. 










\ 








stat foot control. 


Dumore motor, operat- 
ing on direct or alter- 


nating current. Two 
leather bound China 
bristle brushes. 10 feet 


vacuum ¢leaner 
25 ft. portable 


e = 


Type A. Motor 


Type F. R. Motor 1-25 H. P. Smallest Type C Motor 
1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium 
lathe motor with rheo- Type B same as Type size laboratory motor. 


A with nickel finish. Universal type. 






DUMORE No. 3 
Muliti-speed Grinder 











HE marked preference for DUMORE No. 3 
Multi-speed Grinders for use in industries 
where grinding requirements are of a high 
standard and equally varied, is based on three 
points which every jobber and dealer recognize. 
First, the national reputation of the Wisconsin 
Electric Company for building dependable electri- 
cal tools and appliances. Second, the known abil- 
ity of W-E engineers to create a device that will 
accomplish, most satisfactorily, the purposes for 
which it is intended. Third, the public’s unhesitat- 
ing acceptance of the DUMORE trade mark on a 
product as a sign of a long life of service with un- 
troubled performance. 

Such are the basic influencing factors behind the 
growing demand for all DUMORE products. The 
house that stocks the diversified DUMORE line is 
assured a profitable year ‘round business and offers 
its salesmen a greater opportunity to increase both 
income and number of satisfied customers. Ask 
your sales manager to find out more about this 
quick-seiling line—we'll be glad to explain fully. 























Wisconsin Electric Company 


1606 Sixteenth St., 
Manufacturers of 


UMORE 


ELECTRICAL TOOLS 
and APPLIANCES 





Racine, Wisconsin. 





























Model 2 A. D. Drill 
Capacity \”. Stroke 
3%. Drills to 
ter of 7%”. 
justable table. 
Model 1 A. D. Drill 





Capacity \”. Length . 
10”. Helical gears. Model 2-B D Drill 
Capacity 4”. Stroke 
314”. Drills to cen- 
ter of 8” piece. Ad- 

a justable table. 

~ = Hee Height 201%”. 


Model 1 B. D. Dr 
Capacity 4%”. Length 
12%4”. Ball-bearings. 





Model 2-B D Drill 


¥% H. P. motor. 
dles and seven quick-change pulleys. 
speeds 3600 to 50,000 R. P. M. A rem 
grinder. 





Type D Motor 


%H. P. Best size for all 
kinds of dental laboratory and 
jeweler’s motor work. 





No. 1 J. G. Grinder 
\% H. P. motor. 15,000 R. 
P. M. Reach of arm 44”. Ex- 
tension 2”. Complete equip- 
ment. 





No. 2 O. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 


equipment. 





No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spine 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 





No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”. 
Complete equipment. 





No. 2 C. G. Grinder 


1-6 H. P. Motor. Motor spin- 
dle speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 




















No. 3 Multi-speed Grinder 


Six interchangeable spit 
Spinde 


arkable 
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Vose Praises Work of Electrical 
Press 

Speaking before the meeting of the 
Central Division, E. S. J. A., held 
during the latter part of February, 
Frederic P. Vose, general secretary of 
the National Electrical Credit Associ- 
ation, made the following remarks re- 
garding the work of the electrical 
trade press: 


One of the largest sources of present- | 


day encouragement is due to the splendid 
support which the industry is receiving 
from electrical journals. There never was 
a time when it was so necessary, in order 
to keep intelligently abreast of the 
changing conditions, for the officers and 
rank and file in all the electrical establish- 
ments, not merely to skim over, but. to 
study the thousand and one constructive 
suggestions that are being published every 
week and month in the various trade pa- 
pers. These publications might well have 


taken on a pessimistic editorial policy, | 


predicated upon acknowledged world-wide 
trade depression, but there is to be found 
in every issue leaders, both editorial and 
otherwise, seeking to sell to the industry 
ideas of practical, meritorious and com- 
mercial value. 

There is no escape in times of stress 
from the law of survival of the fittest. 
Those members of the industry having no 
real economic mission and performing no 
useful function cannot hope for public 
support. Business is built around ideas. 
The technical press is performing a ser- 
vice second to none in the electrical indus- 
try in better-business building. 

It has been recently pointed out by the 
Division of Building and Housing in the 
Department of Commerce that the electri- 
cal industry is playing but a very small 
part in selling its wares to the public. 
The appropriation of money spent for a 
home today shows that 2.5 per cent of the 
total expense is represented in electrical 
supplies, apparatus, etc., whereas the 
plumbers represent about 8.5° per cent. 
That the public is being aroused on the 


subject is evidenced by the fact of the re- | 


markable interest in the “home electric” 


idea, which has been demonstrated in sev- | 


eral cities. In Utica, in December, a busy 


month, 15,124 people inspected an electri- | 


cal home during the two weeks that it was 
open for that purpose. 

In visiting the offices of manufacturers 
and jobbers alike, one very frequently sees 
on a table in the reception room and else- 
where technical publications that do not 
appear to have been read by the personnel 
in the respective offices. Would it not be 
well to pass these publications about, not 
only among the executives, but throughout 
the establishment? It might well come to 
pass that ideas given expression in the 
press would stimulate thought that would 
be productive of promotion of the enter- 
prise. After all, growth in any concern fs 
largely germinated from within. The 
trade journals will do valiantly to prepare 
a fertile soil and stimulate production, 
progress and promotion by natural pro- 
cesses, if the pains be taken to study the 
advancement of the art as revealed within 
their helpful covers. 

Every executive should become a stu- 
dent of the journals of his craft and re- 
quire his associates, from top to bottom, 
to follow his example. 











**HANG YOUR FIXTURES ON AN ARM OF STEEL” 


OVER A MILLION 
GRAYWYN FIXTURE HANGERS 
SOLD IN ONE YEAR 





1— Hangs the fixtures straight. 

2—Fasy to install. 

3—Eliminates boards & screws. 

4+—Fits any type outlet box. 

5—Saves time and money. 

6—~Self-adjusting. 

7—Made perfectly. 

8—Fully assembled 

9—Packed in handy cartons 
10—Unlimited guarantee. 


_10¢ 


ALL TOBBERS 














Step 2 





THE CHESAPEAKE 
Just 2 steps ELECTRIC CO. 


to install it 38 S. Calvert St. Baltimore, Md. 




















Three-Heat Iron = 
WITH 
Heat Regulating Plug 








Multiple Heat DUPLEX KITCHENETTE and Toaster 





The Standard Fitzall Univeral 
Plug for Electric Heating 
“WE Devices of all Makes. 


Sitzatt, 
Sole Manufacturers 


Plug No. 2 REDTOP ELECTRIC CO., Inc. 
8 WEST 19th STREET 
Near sits Ave., NEW YORK, U.S.A. 
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MANUFACTURERS 


NEWS 

















An Ovr.ine of the merchandising 
activities of the Ilg Electric Ventilat- 
ing Co., Chicago, manufacturers of 
ventilating fans, is given in the first 
issue of the “Ilg Man,’ a new bi- 
monthly publication started by that 
Plans are being made for 
intensive of 
National and trade magazines will be 
used to give publicity and selling helps 
in the form of advertising mats and 
window displays will be furnished to 
The publication illustrates 


company. 


selling its products. 


dealers. 
and describes various applications of 
ventilating fans, and tells how job- 
can work with their 


bers’ salesmen 


dealers to secure this profitable busi- 


ness. 


W. B. McA.uistTErR Co., 2135 East 
31st street, Cleveland, is sending to 


attractive circular de- 


the trade an 
scribing the construction and useful- 
ness of its “Little Chef’ electric 


stove. Thumb-nail cartoons are shown 
depicting the wide usage to which the 
stove can be put. The back of the cir- 
cular gives full specifications of the 
“Little Chef.’ This company has also 
devised a very tasteful counter card, 
done in two colors and also descrip- 
tive of the “Little Chef,” which will 
be mailed to dealers upon the instruc- 
tions of their jobbers’ salesmen. 


Ernest L. Crark, president of the 
Valentine-Clark Co., Spokane, Wash., 
manufacturer of western and northern 
completed a 
business trip through the East. In 
of THE 
observa- 
ae 


cedar poles, recently 
telling a representative 
Jopper’s SALESMAN of 
tions on this trip, Mr. Clark said: 
covered practically every state from 
Virginia to Maine, and called on most 
cf the large public service companies. 
I talked with purchasing agents, en- 
gineers and many of the officials of 
these companies, and they gave me 
a great deal of encouragement re- 
It is my opinion 


his 


garding the outlook. 
that the eastern companies are pre- 
pared, as never before, to go ahead 








plans for extensive improve- 


Not only will a great number 


with 

ments. 
of extensions to present lines be made, 
but plans are being laid for the de- 
velopment of the super-power lines. 
The next two or three years will sec 
a great deal accomplished by central- 


station companies in the East.” 


His Many FRiENDs in the electrical 
trade will be interested to learn that 
“Ed” Meyers has taken a new posi- 
tion. Effective March 1 he 
sales manager of the Brunt Porcelain 
Co., manufacturers of “Drivit’’ knobs, 
tubes, cleats and other electrical por- 


became 





Edward T. Meyers 


celain, with factory at Columbus, 
Ohio. He will maintain headquarters 
in the Marquette building, Chicago, 
and will be in general charge of sales 
for a territory that will include 33 
states. The company has a 100 per 
cent jobber policy, and one of its prin- 
cipal aims in distributing its products 
is to give the jobber sales help and 
co-operation in dealing wth the trade. 
“Ed” comes from Ft. Wayne, Ind., 
and started in the electrical business 
as an office boy with the Jenney Elec- 
tric Light & Power Co. Later he went 








with the Ft. Wayne Electric Corp., 
now the Ft. Wayne Works of Genera] 


Electric Co., gaining valuable ex- 
periences in the arc-lamp, meter and 
testing departments. In 1909 he 


joined the sales forces of the National 
Carbon Co., and he made hundreds of 
triends during his ten years on the 
road. Since 1919 he has been con- 
nected with the Chicago office of the 


latter company. 


Henry D. 80 
street, Boston, general sales agent for 


SEARS, Boylston 
Weber wiring devices, has announced 
that Carl C. Smith, formerly with the 
Renim Specialty Co., Boston, has been 
placed in charge of sales in New York 
state outside the Metropolitan district 
and all New England except the part 
of Connecticut lying west of the Con- 
necticut river. Harry G. Anschuetz, 
formerly with the Manhattan Elec- 
trical Supply Co., has been placed in 
charge of southern New 
Jersey, eastern Pennsylvania, Dela- 
ware, Maryland and Virginia, and will 
make his headquarters in Philadelphia. 


MANUFACTURING Co., 
fractional-horse- 


sales in 


Tue H-G 
manufacturer of 
power alternating-current motors, has 
changed its corporate name to the Gal- 
vin Electric Manufacturing Co., but is 
still located at 1215 Pine street, St. 


Louis. The officers of the concern are 
as follows: J. F. Galvin, president; 
A. MeR. Harrelson, vice-president 


and assistant treasurer; E. Newnham, 
vice-president; S. H. Altorfer, treas- 
urer. According to the company it is 
a change in name only, and does not 
affect in any way the management, 


personnel and _ policies. 


THe NaTIONAL STaMPING & ELec- 
tric Works, 3212 West Lake street, 
Chicago, has decided to increase its 
manufacturing facilities, and the work 
on the new factory, which is an ad- 
dition to the present building, has al- 
ready been started. The new section 
will give the concern a most complete 
and up-to-date factory. 
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With the Sales Manager 


Third of a Series of Talks to Jobbers’ Salesmen by Sales 
Executives of Leading Electrical Manufacturers 


By C. W. MUENCH 


Sales Manager, George Richards & Co., Chicago. 


WELL - KNOWN 
divides selling into two parts— 
By 
is meant the planning, thought and 
preparation given the sales propo- 


psychologist 


strategy and _ tactics. strategy 


sition before presentation to the 
prospect. By tactics is meant the 
manner in which the salesman _pre- 


sents his proposition. A third point, 
naturally, in taking a practical point 
of view is the proposition itself or the 
goods. a 

Success as a 
salesman depends 
much on the qual- 
ity of sales work 
done. These three 
points—the goods, 


the preparation 
made before sell- 
ing, and the man- 
ner in which the 
selling talk is 
given — furnish a 
basis for a sales 


analysis that may 
or may not be of 
help to you. 

of 


whether selling is 


Regardless 


done to the indus- 
trial contractor or 
dealer, no sales- 
man can hope te 
build up a profitable business without 
the proper product or proper line. 
Some jobbing houses care little or 
nothing about the quality of the prod- 
ucts they handle. Such houses usually 
They 


carry products that are, in a good 


have little need for salesmen. 


many cases, imitations of the estab- 
lished ones on the market, and they 
have no intelligent message to deliver 
to their customers. 

Business success is built on sound 
principles. When you work with a 
jobbing house that recognizes this you 
can feel pretty sure that you are de- 
voting your time to selling the right 
sort of products. 

The 


strategy, the preparation made _ be- 


real sales work is in sales 


fore actual selling. 





C. W. Muerch 


Here are a few points on strategy: 
(1) 


product or line that your prospect will 


Know everything about your 


need in his decision to buy. 
(2) 


about the man you are selling to— 


Know as much as you can 


his habits, his instinctive reactions, 
the motives in back of previous de- 
cisions. 

(3) talk so 


yeur prospect has the chance to re- 


Construct the sales 
spond the way you 
have found out he 
will respond when 
properly stimu- 
lated. 

No matter how 
well a salesman 
may know his cus- 
tomers personally 
there is always a 
chance of increas- 
ng his selling effi- 
ciency by study- 
ing strategy. 

Some salesmen 
feel 
they do know their 


that because 
customers well 
they do not have 
to know the prod- 
uct they sell, feel- 
ing that all they 
to do 
tell the customers something about the 


have is to 
product and their friendship will take 
care of the sale. The customer is en- 
titled to the complete story, so that 
he can profit on the device like the 
manufacturer and the jobber who dis- 
tributes it. 

Small in size as our own article is, 
there belongs with the sale of it an 


To mold 


a Hemco plug requires the care, skill 


instructive, profitable story. 


and engineering ability of hundreds 
of people; to sell it to the public the 
concentrated efforts of hundreds of 


electrical distributers, thousands of 
salesmen, and thousands of dealers. 
In order that the dealer can make 
the maximum sales he should be told 
about the quality of the plug, its sales 


possibilities, how it can be sold most 
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“AMERICAN BrRaND® 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


SPECIAL NOTICE 


ANTENNA 
WIRE 


We are in a posi- 
tion to furnish 
promptly Antenna 
Copper Wire and 
Cables to be-used in 
connection with 
wireless telephone 
equipment and radio 
sets. 





Wecansupply your 
customers’ needs. 


We also manufac- 
ture “American 
Brand” Weather- 
proof and Bare 
Copper Wire and 
Cables. 


American Insulated 


Wire & Cable Co. 


CHICAGO 














“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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SIGNAL 


Means 


SALES! 


Have the contractor-dealers 
on your list repair and serv- 
ice men? 


Of course, they have! 


Then they’re meat for you 
and your order book! 


Just show ’em—and sell ’em 


“SIGNAL” 


Bell Transformers 


The Sure 
; Certain Signal 








Get the “SIGNAL” 
Literature describing 
these and other SIG- 
NAL products. 





Every call the contractor’s man makes 
to repair a door-bell or fix a fuse means 
an easy, quick sale of a SIGNAL Bell 
Ringing Transformer—if Mr. Contractor 
WANTS the business! 


That means a profit on the SALE—on 
the INSTALLATION—on the NEW 
BUSINESS bound to come from the 
introduction. 


Quota-breaking jobbers’ salesmen are 
selling contractors this IDEA OF 
PROFITS via the door-bell route—and 
incidentally swelling their sales of SIG- 
NAL! 


SIGNAL ELECTRIC 
MFG. CO. 


MENOMINEE, MICH. 














effectively, how the dealer can receive 


| co-operation from us, etc. 


Give your customers the complete 
sales story on everything. It means 
increases in sales. 

There is but very little in the point 
of sales tactics that can be laid down 
as established. The novice salesman 
is usually more apt to need help on 
this point and can usually get it from 
one of the salesmen who has had ex- 


perience. Here are a few generaliza- | 


tions: 


Try to develop impressive facial ex- | 
pressions. Try to present your prop- | 


| osition logically and _ connectively. | 


Be serious in tone and concise in | 
thought. Hold your poise at all times. | 


These are all things which usually 


come unconsciously to the salesman | 


who is succeeding. 

Salesmen who are successful or 
those who are -comers read_ these 
pages. They read and study publica- 
tions like Tuer Jospsper’s SALESMAN 


| because they seek the knowledge that 


_ will help them and that very act puts 


them in a class of needing help the 
least. The company I-am with pro- 
gresses because the man in back of it 
has the correct conception of modern 
business methods, being constructive 


_always. It is with this spirit I have 
| offered the above and hope the infor- 


mation may help a little towards the 
success of the jobbers’ salesmen who 


| will use these suggestions. 








R. N. Brown, who became sales 
manager of S. W. Farber, Brooklyn, 
the first of the year, has been con- 
nected with the sales organizations of 
the Ingersoll: Watch Co., Vacuum Oil 
Co., and the Pyrene Manufacturing 
Co. It will be of interest to jobbers 
to know that a comprehensive na- 
tional campaign of advertising the 
“Adjustolite” is being planned and 
that S. W. Farber will promote it to 
the public as well as the trade in a 
very energetic way this year. In spite 
of conditions, Mr. Brown reports that 
sales during January and February 
were more than normal. The product 
is sold almost wholly through jobbers. 


Tue American INsuLaTep WirE & 
CaBLE Co., Chicago, manufacturers of 
“American Brand’ weatherproof 
wires and cables, has announced that 
it is in a position to furnish antenna 
wire for use in connection with radio 
telephone equipment. 


| 
| 

















The Last Word 
in Time Switches 


‘3 HERE is just 
about as much use 
in a person buying a 
key-winding watch to- 
day as there is for the 
use of a key-winding 
time switch. 


For years users have 
been looking for a 365- 
day Time Switch. 


The Barnes Self-Wind- 
ing Time Switch is now 
supplying this need. 

It needs no attention 
whatever. it can be for- 
gotten, but it never for- 
gets. 

The Barnes is easily in- 
stalled and operates on a 
Heavy Duty Transformer 
or dry cells, but once in- 
stalled never needs atten- 
tion. 


See your local jobber. 
If he does not carry the 
Barnes in stock, write us 
for prices and full details 
of this Self-Winding 
Switch on which you can 
make considerable profit at 
little trouble. 


Ready for immediate de- 
livery. 


J. O. MORRIS CO. 


Suite 1206, 1270 Broadway 
New York City 


BARN E §S 
Self-Windin 
TIME SWITCH 
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New Electrical Products, Illustrated 











The above illustration shows the method recently adopted 
by the Dudlo Manufacturing Co., Fort Wayne, Ind., for 
packing ‘“Dudlo” magnet wire for sale over the counter. It 
is put up on handy metal spools holding 0.25, 0.5 or 1 Ib. 
of wire and packed in a distinctive carton. On one side of 
the carton is a table giving the over-all diameters for dif- 
ferent kinds of insulation. “Dudlo” wire is supplied in seven 
insulations, these including enameled, single cotton «rameled, 
single silk enameled, single cotton bare, double cotton bare, 
single silk bare and double silk bare. The new form of 
packing is designed to assist jobbers and dealers in supply- 
ing the demand for small quantities of magnet wire, par- 
ticularly for radio enthusiasts. 

















Since the advent of electrical toys, modern manufacturing 
methods have come to be employed, as evidenced by the 
above illustration of a winding machine used in making 
the coils for Lionel electric toy trains manufactured by the 
Lionel Corp., 48 East 21st street, New York City. This 
company has a factory at Irvington, N. J., one of the largest 
in the country devoted to the manufacture of toys. By use 
of automatic machinery, to make the many small parts re- 
quired in an electric train, the production expense is kept at 
a minimum, while accuracy and quality are maintained. 




















The Cutler-Hammer Manufacturing Co., Milwaukee, has 
put out a complete electric appliance cord having three 
important accessories. One of these is the spring coiler 
which prevents the cord from dragging on the ironing board 
and tangling up with the ironing. This allows free move- 
ment of the iron from one end of the board to the other, 
taking up the slack as demanded. In addition, each cord is 
provided with a “70-50” switch for the convenient control of 
the current. The new steel-clad dreadnaught cap is fur- 
nished with the attachment plug to guard against the de- 
lays which are often occasioned by the breaking of caps 
when accidentally dropped. The connector fits all ap- 
pliances. The complete cord is listed as catalog No. 7220, and 
is put up in a labeled carton. 








The multiple fuse plug illustrated above is known as the 
“TECO” six-fuse, and is manufactured by the Industrial 
Engineering Co., 407 East Fort street, Detroit, Mich. It is 
made up of six individual elements, and to change fuses all 
that is necessary is to pull out the brass contact at the 
back and turn to the left or right until the pointer indicates 
a clear fuse. The pointer shows at’ a glance whether the 
fuse in service is dead or alive; if dead, the opening is 
blackened, and if alive, the fuse wire can be seen. The 
fuse is made in capacities from 10 to 80 amperes. 

















-Burleigh, Morrison & Gowing, 80 Boylston street, Boston, 
Mass., have brought out the “Washerpump,” a small motor- 
driven unit that will empty the water from any washing 
machine at the rate of 8 gallons per minute. It is attached 
to the tub by merely screwing it onto the drain valve. The 
manufacturers claim that the construction is very simple and 
of the highest quality. The casing is finished in black enamel, 
making an attractive appearance. 
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New Electrical Products, Illustrated 











For service in garages, filling sta- 
tions, ete, a line of electrically 
operated air compressors has been de- 
veloped by the Au-to Compressor Co., 
Wilmington, Ohio. They are furnished 
for operation on single or polyphase 
alternating current, 60 cycles, 110 and 
220 volts, and on direct current, 32, 
110 and 220 volts. The two-stage out- 
fit shown above is air cooled, operates 
at 350 r. p. m., and has a displacement 
of 2.48 cu. ft. per min. The single- 
stage outfit operates at 550 r. p. m., 
and has a displacement of 2.5 cu. ft. 
per min. The tank for both outfits has 
a capacity of 38 gallons. An auto- 
matic diaphragm pressure switch cuts 
the motor in at a pressure of 120 Ib 
and cuts it out at 150 lb. The air is 
filtered to free it of oil and other im- 
purities before it enters the tank. The 
two-stage outfit for single-phase opera- 
tion are equipped with Robbins & 
Myers 0.75-hp. type “R” repulsion-in- 
duction motors. Either outfit can be 
installed on a floor space of 49.5 b* 
20 in. The net weights are 450 and 
380 Ib., respectively, for the two-stage 
and single-stage outfits. 








The P. A. Geier Co., Cleveland, man- 
ufacturer of the “Royal” electric 
cleaner and other appliances, has an- 
nounced a price reduction on its new 
“special” model “Royal” vibrator. This 
outfit is packed in an attractive coun- 
ter display container so that the vi- 
brator, four applicators, cord and oiler 
are all in clear view. The trademark 
and price are prominently displayed on 
the inside of the cover. One of the 


applicators is of the new sponge type 
which is said to be a great improve- 
ment over older styles. 








Designed for use where the heavy 
type of inclosed switch and where the 
safety interlock feature are not need- 
ed is the Type C line of externally op- 
erated punched-clip switches recently 
developed by the Trumbull Electric 
Manufacturing Co., Plainville, Conn. 
This switch represents an addition to 
the company’s line of machine-made 
switches and is available in capacities 
from 30 to 200 amperes, 250-500 volts, 
and two, three or four poles. ‘The 
standard box is used, as with rum- 
bull ‘Type A_ switches. 








The “Calorie” grill, made of solid 
aluminum and furnished with a double 
truss-strand heating coil, is being 
marketed by the Standard Electric 
Stove Co., Toledo, Ohio. The double 
truss-strand provides double the radia- 
tion surface, and is claimed to produce 
88 per cent greater heat. The grill is 
furnished complete with cord and at- 
tachment plug, and retails for $4. 








The “Star Model B” is a complete 
violet-ray outfit for home or profes- 
sional use and made by the Fitzgerald 
Manufacturing Co., Torrington, Conn. 
It comes equipped with a start-and- 
stop switch in addition to the switch 
regulator for current strength, and is 
of the latest type two-piece high-fre- 
quency design. It is furnished with 
five special electrodes, operates on 
either alternating or direct current, 
and is guaranteed for one year. This 
model retails for $25 complete. 











A series of ceiling fans, similar to 
that illustrated above, has been added 
to the line of the Marathon Electric 
Manufacturing Co. Wausau, Wis. 
These fans are designed to be used in 
conjunction with the company’s intake 
and exhaust wall fans to secure a con- 
trolled circulation of air and a_ uni- 
form room temperature. The ceiling 
fan may be set to throw the air cur- 
rents in any direction desired, with the 
view of creating air currents that will 
deflect the heated air from the top of 
the room to the floor. It is made with 
16, 18 or 20-in. blades. Two speeds 
are provided, 1740 r.p.m. for indus- 
trial uses and 1164 for hotels, restau- 
rants, theatres, etc. List prices range 
from $38 to $42, according to size. 








A substantial two-wheel electric bench 
grinder with a 0.25-hp. motor and 6-in. 
grinding wheels mounted directly on 
the motor shaft has been brought out 
by the Black & Decker Manufacturing 


Co., Baltimore, Md. The grinder is 
supplied complete with two wheels, one 
coarse and one fine; wheel guards, tool 
rests, and portable cord and attach- 
ment plug for connection to ordinary 
lamp sockets. It can be supplied for 
either 40 or 60-cycle alternating cur- 
rent or for direct current, 110 or 220 
volts. The no-load speed is 8600 r. p. m.; 
net weight, 38 lb.; list price, $56. 
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New Electrical Products, Illustrated 








The Hunt-Lasher’ Co., 
Inc., Lynn, Mass., is intro- 
ducing a new alcohol blow 
torch which generates its 
own pressure automatically 
and will be known as the 
“Selfblo.’” The end of the 
tube which extends into th 
pilot flame is threaded in- 
side to take a small flange 
plug, which, in turn, is hol- 
lowed out, making a small 
gas or combustion chamber. 
Through this plug is drilled 
a very small hole. Extend- 
ing through this small tube 
and down into the barrel is 
a wick which takes the al- 
cohol by capillary action to 
the combustion chamber. 
There the fuel is heated and 
vaporized by the pilot flame. 
Being vaporized alcohol it 
“fires,” giving out a clean, 
intensive pressure flame. 














What is claimed to be the lightest weight and most efficient 
radio head-set has been placed on the market by the Kellogg 
Switchboard & Supply Co., Chicago. The receivers and the 
head band are of exceptionally light construction consistent 
with durability. Each receiver has a resistance of 1200 ohms, 
and the terminals are entirely inclosed within the shell, which 
is non-metallic. The transmission efficiency is claimed to be 
very high. 














“Dialaphones” have been designed by the American Elec- 
tric Co., 6400 South State street, Chicago, to meet the de- 
mand for dependable but low-priced intercommunicating 
te'ephones. These instruments are made in the standard 
size and most popular types. They furnish a_ simplified 
method of calling, it only being necessary to dial the call by 
turning to the number wanted and then push the button. 
Any number of lines from two to fifty may be handled. The 
dial is made along original lines, the selector being of the 
wiper type and making contact with as many pvints as 
there are stations to be installed. “Dialaphones” are made 
up in both wall and desk types, and are equipped with 
standard transmitters, receivers and switchhooks. 








A high-powered spotlight with a mirror-glass reflector of 
the return-ray type that minimizes glare, will not rust, cor- 
rode, tarnish or in any way deteriorate, is being marketed 
by the Standard Corp., Columbus, Ohio. The company has 
developed and patented a method of blowing crystal glass 
to precise geometrical curves, which has enabled the manu- 
facture of a reflector of high efficiency. An inverted re- 
flector, with its focal point in front of the main rejector, 
concentrates the light rays on the frosted portion of the lamp. 
From this point they are partly diffused and partly repro- 
jected to form a broad “satin finish” diffused illumination 
which reduces glare but yet affords great penetrating value. 














The Chesapeake Electric Co., 38 South Calvert 
street, Baltimore, Md., has placed on the market the 
“Graywyn” fixture hanger, shown in the accompany- 
ing illustration. It will be noted that this hanger is 
used something like a toggle bolt. It fits any type of 
outlet box, is easy to install and allows the fixture 
to hang straight. These hangers are in handy cartons 
fully assembled. 
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New Electrical Products, Illustrated 








The No. 74 “Desk-Flex” is a new 
flexible arm desk lamp recently placed 
on the market by the Aladdin Manu- 
facturing Co., Muncie, Ind. It has a 
3-lb. base of attractive design, 11-in. 
flexible arm, 7-in. brass shade, standard 
two-piece attachment plug. The base 
is full felted. These lamps are put up 
in individual cartons with attractive 
labels for mailing; 12 in a standard 
package; no extra charge for packing. 
The list price is $4.40. 








A sturdy, well-made hot plate of the 
open-coik type is the “Marion” No. 30, 
recently brought out by the Rutenber 
Electric Co., Marion, Ind. It has a 
111% by 22¥,-in. cooking surface and is 
6 in. high. A high grade of resistance 
wire is used, being laid in a “Firite” 
plate 1 in. thick with deep, wide 
grooves. The coils are so constructed 
as to give maximum radiation. Each 
unit is 8 in. in diameter and has a 
capacity of 1200 watts on high heat, 
600 watts on medium and 800 watts on 
low. Refractory porcelain that will 
stand extremely high temperatures is 
used, and there are no pads or blocks 
in which to store the heat, there being 
a metal pin with %-in. air space be- 
tween 
There are no screws or bolts on the 
top surface of the plate. The frame 
and legs are made of polished cast 
aluminum, making the net weight 12 
Ibs. Two single-heat units of the same 
type are also being marketed. 





One of the principal features of the 
“Sunshine” electric cleaner, sold by the 
Sunshine Sales Co., New Philadelphia, 
Ohio, and a product of the Wise-Mc- 
Clung Manufacturing Co., of the same 
city, is that the motor is an_ inde- 
pendent unit with a die-cast aluminum 
housing. While built exceptionally 
sturdy and rigid, the cleaner weighs 
only 11 lb. It is equipped with a trig- 
ger switch on the handle, swivel caster, 
handle-locking device, rubber carrier 
wheels, adjustable brush and generous 
size dustbag. 








A practical and efficient switch plug 
is a prominent feature of the No. 670 
“Dover” electric flatiron announced by 
the Dover Manufacturing Co., Dover, 
Ohio. As shown in the illustration it is 
a combination of a pull plug and a 
feed-through switch. This iron is made 
for all the standard voltages and is 
equipped with a Vea “No-Burn-Out” 
heating element. In a test on one of 
these elements it was kept in circuit for 
3960 hours, nearly a year, and was still 
intact and efficient. This would be 


equal to 25 years of ordinary household g& 
use. The new 670 iron retails complete ® 
for $6.75. 








it and the porcelain block. 






















The illustration shows a new light- 
ing unit called the “Mushroom Traffic 
Light,” recently put on the market 
by the Electrical & Specialty Supply 
Co., Madison and Clinton  sireets, 
Chicago. This unit was designed as a 
result of requirements made by the 
Department of Illumination, City of 
Milwaukee, for a traffic marker that 
would not be a hazard to vehicles when 
struck. It is 8 in. high, 21 in. in diame- 
ter, and made of cast steel, which 
will resist practically any shock result- 
ing from street traffic. It is — 
with a ruby glass bowl, a reflector and 
four waterproof receptacles, two for 
fuses and two for the lamps, which 
may be 60 or 75-watt size. 














| FS at £0 Bi De. sie >. a ee. : 


Changes have been made in the stand- 
ard ‘Duplex-a-lite” line of lighting fix- 
tures manufactured by the Duplex 
Works of General Electric Co., 6 West 
48th street, New York City, all units 
now having chain hangers, brass cano- 
pies and socket covers finished in an- 
tique color. A new “Duplex-a-lite,” 
which combines the basic construction 
of the standard unit with an enriched 
quality of metal work and fine glass, 
has been brought out for residences. 
The illustration shows one of the new 
units, which are made with either an- 
tique brass or silver finish. 
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Manufacturers’ News 


ApPLETON Exectric Co., 1701 
Wellington avenue, Chicago, manu- 


facturer of conduit fittings, lighting | 


and other electrical specialties, has 
announced that R. P. Tillotson, who 
has been associated with the company 





R. P. Tillotson 


for the past 13 years as western sales 
manager and director, has taken 
charge, effective April 1, of the Cali- 
fornia territory, in which the com- 
pany was formerly represented by 
Keeler, White & Co., San Francisco. 
A branch office and warehouse will be 
maintained in Los Angeles. Arthur S. 
Merrill, formerly sales manager of the 
Chicago Fuse Manufacturing Co. and 
who is well known to the electrical 
trade, will be general sales manager, 
with headquarters at Chicago office. 
In addition to branch office and ware- 
house in New York City, the company 
also has resident representatives in 
Atlanta, Boston, Cleveland, Detroit, 
Oklahoma City, Philadelphia, Pitts- 
burgh, Portland, Ore., and St. Louis. 


Prans Have Breen ANNOUNCED 
whereby the Westinghouse Electric & 
Manufacturing Co., East Pittsburgh, 
Pa., will consolidate its St. Louis 
warehouse, service shop and offices in 
a new building which is to be erected 
for it at Twelfth and Gratiot streets, 
at a cost of about $150,000. Accord- 
ing to J. S. Tritle, manager of the 
St. Louis branch, the new building, 
which will be a _ thrée-story, rein- 


forced-concrete structure, will allow | 


the company to expand its St. Louis 





SELL "EM SOMETHING MORE 


Complete Your Sale of Radio Apparatus by selling 
An Assorted Stock of the Various Sizes and Insulations of 


DUDLO MAGNET WIRE 


Put Up in the Handy and Attractive Fractional Pound Packages 


For over 
twelve years 
me approved and 

sa used by the 
* | Government 
and largest 
manufacturers 
of radio ap- 
paratus. Coils 
wound with 
Dudlo wire last 
longer and give 
better service. 
Professional 
and amateur 
alike find that 
Dudlo wire can 
be depended on 
for accuracy to 
“ gauge and uni- 
——————— formity of in- 
’ sulation. 


Supplied in 4%, % and 1 
pound spools, packed in a 
distinctive carton on _ the 
side of which is listed a 
table of wire diameters. 

Furnished in 


seven insula- 





tions: Enamel, 
Single Cotton 
Enamel, Single 
Silk Enamel, 
Single Cotton 
Bare, Double 
Cotton Bare, 
Single Silk 
3are and Dou- 
ble Silk Bare. 








Get in on the profits to be derived from this additional line. 
Write today for Jobber’s prices and a sample spool. 


DUDLO MANUFACTURING COMPANY 
FORT WAYNE INDIANA 














The Quality Fuse at a New Low Price! 


Savings through increased production 
and revised sales methods have made 
possible this new low price for SIM- 


Listing Now! PLICITY Refillable Fuses. 
Approved in all Capacities by the 
The F use .. 25c National Board of Fire Underwriters 
e Dealers and Jobbers alike appreciate 
The Refill 2 for 5c that the increased volume of sales with 
no decrease in discount means larger 


profits. Write for sample and infor- 
mation. 


COTE BROS. MFG. CORPORATION 
1425 First National Bank Bldg., Chicago 


San Francisco Denver Cleveland Tampa 
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NITROGO 


N 








2 WHY? 


Because we have a 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 








business and will result in the employ- 
ment of about 60 more men. Provi- 
sion will be made for the erection of 
two additional stories later if needed. 
In the company 
plans to enlarge the service depart- 
ment and to include the manufacture 


of panelboards. 


new quarters the 


Tue K. S. Byrn Co., with offices at 
5418 Diamond street, Philadelphia, 
has been organized by K.-S. Byrd and 
John Klinger, Jr., to represent sev- 
eral well-known manufacturers of 
standard electrical material in Penn- 
sylvania, Delaware, Maryland and 
the District of Columbia, and to 
specialize on certain lines of radio 
parts and equipment. Mr. Byrd has 
been connected with the Manhattan 
Electrical Supply Co. since 1911, and 
the last four years has been sales 
manager. His resignation was effective 
April 1. Mr. Klinger formerly was 
sales manager of the Freed Heater 
Co., Philadelphia. 


THe “SuNsHINE” Evecrric CLEAN- 
rR,.a product of the Wise-McClung 
Manufacturing Co., New Philadelphia, 
Ohio, is attracting attention in the 
jobbing field on acount of its con- 
struction and the finance plan adopted 
in connection with merchandising it. 
The cleaner will be marketed exclu- 
sively through jobbers, and arrange- 





C. J. Cooper 


ments have been made with the Com- 
mercial Credit Co., Baltimore, to give 
dealers handling ex- 
tended payment paper. C. J. Cooper, 
who is in charge of the distribution of 
“Sunshine” cleaners, is a graduate of 


assistance in 














Talk 
Lightning 


Protection— 








Garton- Daniels 
Arresters 


Expulsion Type 
Arresters 


You can sell two Keystone 
Expulsion Type Lightning Ar- 
resters for the protection of each 
unprotected A. C. transformer 
installed in your tertitory. Urge 
all of your customers to follow- 
out the “100% Protection” meth- 
od. This new method, you 
know, is simply the protection 
of each individual transformer 
with Expulsion Type arresters. 
It has been found that by in- 
stalling Expulsion Arresters in 
this way that the lightning 
troubles formerly experienced 
by your customers would be tre- 
mendously decreased—in many 
instances practically eliminated. 


Garton-Daniels Lightning Ar- 
resters should be recommended 
for all A. C. and D. C. station 
protection and large important 
line apparatus. 


Now is the time to get your 
customers started on lightning 
protection, and to get the great- 
est assistance from our adver- 
tising. 


Ask Your Office for Your Copy of 
Our Bulletin No. 183 


ELECTRIC SERVICE 
SUPPLIES CO. 


Manufacturer of Railway Material 
and Electrical Supplies 


PHILADELPHIA 
17th and Cambria Streets 
NEW YORK CHICAGO 
50 Church Street Monadnock Bldg. 


Branch Offices: BOSTON, SCRANTON, 
PITTSBURGH 
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The Electric Tommy Iron 


Sati 
milliners 


Here are a few of the 
many places where numerous 
ironing operations cannot be 
done quickly or successfully 
without the Electric 
TOMMY IRON. 


Millinery Stores 

Department Stores 

Men’s Hat Stores 

Dress Makers 

For sheer material of all 
kinds 

Children’s and Infants’ Gar- 
ments 

For Feathers, Plumes and 
Flowers 

For Schools and Colleges 

Home Economics Depart- 
ments 

For every kind of Home use 

Ready-to-wear Stores 

Women’s Specialty Stores 

Hosiery, Gloves, etc. 

Rebuilding and Renovating 
Men’s and Women’s Hats 

For Ribbons, Laces, Velvet 
and Duvetyne 

Theatrical and Traveling use 

For Laundries, Cleaners and 
Dyers 

Men’s and Women’s Tailor- 
ing Establishments 

Millinery Schools 

Leather Novelties and Felt 
Goods 


There is no other Iron 
looks like it, made like it, or 
works like the TOMMY 
IRON. 


to thousands of 
the world 


Does Every Ironing Opera- 
tion With Ease, Simplicity 
and Low Cost 


The classes of business firms listed on the 
left are live prospects for the sale of Tommy 
Irons, and all can be reached through the 
electrical dealer. The newness, uniqueness, 
utility and versatility of the Tommy Iron 
is proving a big salemaker. It will perform 
hundreds of pressing and ironing operations 
never before possible. Get behind the 
Tommy Iron; talk it; sell it, and capitalize 
on its popularity. Try one in your own 
home and be convinced. 


brings joy and perfect 


The Tommy Iron is non-competitive—it 
is in a class by itself. This means easy 
sales, steady profits and good profits to both 
jobber and dealer. Priced at $9.25 with a 
liberal discount to jobber and dealer and 
backed by an inflexible jobber’s policy, the 
Tommy Iron should be the biggest seller 
in your appliance department today. 


Live, responsible jobbers write for our 
attractive arrangement. 


“SELL ’EM SOMETHING MORE” 
— and make it Tommy Irons 


Tommy Iron 
Manufacturing 
Company 
1416-1418 Pine Street 
St. Louis, Mo. 
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“Ressing ribbon bows 


without y Sane 
‘ 
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hair braid crown 
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“Pressing creases or 
wrinkles ‘out of buckram 
willow and rice net 
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Yhe Only 
Absolute 
Protection 


forMultiphase 
Circuits 
and Motors 


It’s going 
Big— 
it is filling the big existing demand. 


Additional letters are coming in 








| in which they live. 


daily, not only from manufacturers | 
| campaign, both from the standpoint of 


but also from jobbers’ salesmen— 
all of them enthusing over its un- 
usual advantages. 


It's exactly what owners and op- 


erators of electrical equipment 


have been looking for and hoping | 


for. 
operation have far exceeded expec- 
tations. 

spreading the 


Advertising is 


Its accuracy and economy of | 


facts of this new product very | 


quickly—it sells easily and stays 
sold. It is the big leader—the big 
profit-maker for you now. Let us 
explain its operation and proft 
possibilities. 


FEDERAL ELECTRIC COMPANY 
8700 S. State Street, CHICAGO 


627-649 West 43rd St., New York City 
91 New Montgomery St., San Francisco, Calif. 


Branches in All Large Cities 








MULTIPHASE 
TIME LIMIT- POWDER PACKED 


RENEWABLE: FUSE 
i an eeeame: 


| more than 1000 population, city com- | 


| chasing agents, 


Cornell and for some time was buyer 
of electrical appliances for The Fair, 
one of Chicago’s big department 
stores. 
ager of the Merchants Heat & Light 
Co., and general manager of the Uni- 
versal Point, Wis., Public Service Co. 


“Srreet Licghtine Is Your Jos” is 
a slegan adopted by the Westing- 
house Electric & Manufacturing Co., 
which is conducting a national cam- 
paign for better street lighting. The 
slogan is applicable to all persons in- 
terested in the progress of the cities 
Street lighting of 
the modern kind makes for safety, in 


that it lessens crime and decreases | 
| trafic accidents. 
| the city by making it a better place in | 


It also advertises 


which to live, and increased civic pride 
stimulates progress. The contractor- 
dealer should be interested in such a 


the citizen and of the business man, 
for a new impetus is always given to 
store and residence lighting whenever 
a modern street-lighting system is in- 


stalled. Favorable comment has 
already been received from many 
| points throughout the country. Civic 


officials have been reached through the 


direct-by-mail feature of the cam- — 


paign, attractive letter-folders point- 
ing out the many advantages accru- 


ing from the installation of a modern | 
Among those being reached | 


system. 
by literature are mayors of cities of 


engineers, city pur- 
superintendents of 
streets and parks, chairmen of public 
works boards, etc. Because of the 
decrease in the cost of materials and 
labor, and because of the lower rates 
at which municipalities may borrow 
funds, the Westinghouse company 


missioners, city 


feels the present is especially oppor- | 
tune for carrying through a campaign | 


of this kind. 


SEveRAL AppiTioNs have recently 
been made to the sales force of the 


Robbins & Myers Co., Springfield, 


Ohio, manufacturer of fans and 
motors. N. R. Norman, formerly with 


the New York office of the Western 
Electric Co., is now with the New 
York branch office of the Robbins & 
Myers Co.; J. E. Timmons, formerly 
with Frank Toomey, Inc., is with the 
Philadelphia branch office; A. I. Ben- 


edict, formerly with the Miller- 
Seldon Electric Co., is with the Chi- 
| cago branch office, and E. A. Bar- 


He was alse assistant man- | 











A Fast Selling 
Specialty 


Now is the time 
to let your dealers 
know about this 
new electric taper. 
Properly displayed 
they will sell them- 
selves to the public. 
So neat and dainty 
in design they in- 
stantly attract . the 
eye. Do not hesi- 
tate to stock up 
all your dealers as 
the demand by the 
trade will be big. 


Every salesman 
should carry a 
sample. 








Anthony Wayne Lamp Co. 
A.C. Mannweiler, Mgr. 
1016 Savilla Ave., Ft. Wayne, Ind. 











BRUNT 
Quality PORCELAIN 


QUALITY 


Drive-Ilt Knob 


Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 
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“CENTRAL” 
~ Rigid Steel | 
CONDUITS 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 





“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White”—zalvanized 
“Central Black” — enameled 


Central Tube Co. 


PITTSBURGH, PA. 














Hydro - Proof 
Tape 


a new standard 
among insulating 
t a p e s—of asphalt 
composition — black 
and sticky—is indis- 
pensable for outside 
insulation—to_ re- 
place rubber and 
friction tapes which 
vulcanize or dry out 
—retains adhesive- 
ness—weather-proof 
—age-proof—water- 
proof. Sold to dis- 
tributors only—with 
their own trade name 
on wrappers if de- 
sired. 


Elkhart Rubber Works 


Elkhart . - Indiana 
















beau, formerly with the General Elec- 
tric Co. and Domestic Electric Co., is 
now in the general sales office at 
Springfield. 

THe “Lirtte Bitw” bell-ringing 
transformer manufactured by Sperry 


| & Bitner, Pittsburgh, Pa., has recently 


been approved by the Underwriters’ 
laboratories. 


Epwarp B. Crarrt has been appoint- 


_ ed chief engineer of the Western Elec- 


tric Co. to succeed Dr. F. B. Jewett, 


| who is now in charge of the telephone 


department, which includes the engi- 


| neering, telephone sales and manu- 


| facturing departments of the company. 





Edward B, Craft 


Since Mr. Craft jointed the Western | 
Electric Co. 20 years ago as a devel- 


opment engineer, he has been granted 


more than 60 patents on telephone ap- | 
paratus. In 1917 he became assistant | 


chief engineer in charge of develop- 
ment and design, and played an im- 
portant part in the design of the so- 


called mechanical switching telephone | 
exchange system. In his new capaci- | 
ty, Mr. Craft will direct the efforts | 


of 2,820 engineers, who form one of 
the greatest technical staffs in the 
world. 


Ar a Recent MeEetiINnG of the 


American -Washing Machine Manv- | 


facturers’ Association, J. L. Fellows, 


secretary-treasurer of the Grinnell | 
Washing Machine Co., Grinnell, Ia., | 
was elected president. Other officers | 
elected are: W. A. Carson, first vice- | 











Competent 
Manufacturers’ 
Representatives 


Wanted— 


to handle the 
sale of Dura- 
lectric water 
heaters to the 
jobbing and re- 
tail trade. 


A few excel- 
lent territories 
are still open. 


We will glad- 
ly make you 
our  proposi- 
tion and send 

a sample heat- 
’ er for your in- 
spection upon 
receipt of your 
request togeth- 
er with proper 
credentials and 
— ——_—is references. 


Write H. L. West, Gen. Manager 


The DURALECTRIC CORP. 
E. E. Pittsburgh, Pa. 








POTTS 


Show the Facts 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


Electrical Testing 
Laboratories 
80th St. and East End Ave. 
New York City 
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CORRECT CANDLE SOCKET 
EQUIPMENT 












No. 50823 
50824 


MADE 
IN 


TWO 
LENGTHS 


No. 50927 No. 50827 
50928 50828 

Ease of assembly is assured by 
the adjustment for various depths 
of candle cups and lengths of 
candles. 

Adjustment without disconnect- 
ing wires permits a neat and fin- 
ished installation. 


J. H. White Mfg. Co. 


Manufacturers for the light:ng trade. 
111 No. 3rd St. BROOKLYN, N. Y. 














Kruse Switchbox Supporting Strips 
and Lath Holders 


You’ll Never Go Back 
to the Old Way 


One trial of Kruse Switchbex Sup- 
porting Strips will demonstrate 
that they save time, money and 
effort, besides making a better in- 
stallation. 


Contrast the job shown here with 
the usual installation of switches 
on wooden cleats. Kruse strips 
are of steel, light, strong, and safe. 
They are far easier to install, and 
the cost is moderate. 


Send for samples today, and find 
out for yourself. 


Midwest Metal Products Co. 


Muncie, Ind. 











president; S. H. Altorfer, second vice- | 
president; George Thornton, third 


vice-president; E. B. Seitz, secretary, 


and William H. Voss, treasurer. The 
new board of directors of the associa- | 


tion includes W. L. Rogers, Sam T. 
White, L. E. Dietz, F. H. Bergman 
and E. H. Maytag. 


Tue Apex Execrricat Distris- 


uTING Co., Cleveland, has established a 


sales promotion department for the 
northern California territory in con- 
junction with the Electric Railway & 
Manufacturers’ Supply Co., its repre- 
sentative in that district. B. A. Butter- 
field, assistant district manager for the 
Apex products in the western terri- 
tory, will have charge of the sales pro- 
motion office under the supervision of 
J. B. Fullerton, western district man- 
ager, whose headquarters are in 
Los Angeles. The San Francisco sales 
premotion department is at 607 Santa 
Fe Building. 


THe* Connecticut TELEPHONE & 


Evectric Co., Inc., Meriden, Conn., 


has made new appointments for the 


following territories: New England, | 


C. H. Moulton, 24 Milk street, Bos- 


ton, Mass.; Metropolitan New York | 


district, Charles A. Kirkland, 39 Cort- 


landt street, New York City; Texas | 


| and Oklahoma, O. T. Jenkins. 


THe Cuase-SuHawMut Co., New- | 


_ buryport, Mass., manufacturer of in- 


closed fuses, fuse wire and links, por- 
celain and slate cutouts, and ground 
clamps, has announced the appoint- 
ment of the J. S. Jacobson Co. as its 
Chicago representative. The company 
has also removed its Chicago office to 
627 West Jackson boulevard. 


Ratepu M. Sirrertey has an- 
nounced the establishment of offices at 
149 Broadway, New York City, where 
he will act as foreign sales repre- 
sentative for American manufacturers 
of electrical specialties, marine sup- 
plies, automotive products and equip- 
ment. He anticipates leaving for 
Europe in April. 


Vaporproor EvectricaL Fixtures 


and watertight conduit boxes and fit- 
| tings for industrial and marine serv- 
ice are illustrated and described in a 








bulletin just issued by the Leidler- 
Miner Co., 132 Larned street, Detroit. 

A Foxper entitled “Simplicity 
Fuses” has just been issued by the 


| Cote Bros. Mfg. Corp., Chicago, de- 





listen men! 


you can sell Little Bill 
Transformers to your partic- 
ular customers because Little 
Bill was made for particular 
people and is the QUAL- 
ITY Transformer. 
Capacity—over 23. watts. 


6-9-15 volts. 
List price $2.00. 





Write for discounts. 


SPERRY & BITTNER 


422 First Ave. Pittsburgh, Pa. 








LE-BIJOU HAIR 
WAVERS 
are used in the most 
exclusive homes = and 
will be in every home 
eventually. 







Le-Bijou Electric Hair Waver 
merica’s Best Sel er” 

The Best Jobbers and Dealers sell our 
Wavers and at the new low prices they 
are in great demand. All wavers are 
fully guaranteed and _ licensed under 
Marsh Patents. Immediate delivery on 
all orders, 

Write for new illustrated folders and special 
terms, Special display and show cards and im- 
printed folders free on request. 

LE-BIJOU SPECIALTIES 
190 No. LaSalle St. Chicago, IIl. 














CopPeER WIRE 


Bare and Insulated 
for every kind of 
electrical work. 


COPPER RODS 
TROLLEY WIRES 





ROME WIRE COMPANY 


Main Plant and Executive Office, ROME,N.Y. 


**‘Diamond” Branch BUFFALO, N. Y. 
DISTRICT SALES OFFICES 

NEW YORK DETROIT, MICH. 

50 Church Street 25 Parsons St. 

CHICAGO, ILL. LOS ANGELES, CAL. 

14 E. Jackson Blvd. 833 San Fernando Bid 
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HIGH GRADE 


WIRELESS 


HEAD RECEIVERS, MICROPHONES, 
KEYS, JACKS, PLUGS, ETC. 


COMPANY 
Manufacturers CHICAGO, U.S.A. 














PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPeriority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for tab 
of specimens, 
detach them 
one 
and 
their sharp 
edges and geh- 
eral excellence 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 


1108 S,. Wabash Ave. CHICAGO 


105 Peoples Gas Blidg. 
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name, whose outstanding character- 
istic is its simplicity of operation. 
This fuse consists of only two parts 
refill cartridge. The 
salient features brought out are abso- 


and a_ small 
lute safety from shock while refilling, 
great economy, and consistent opera- 
tion over a long life. 


Tue ReyNoutps Evecrric Co., 2650 
West Congress street, Chicago, manu- 
facturer of fractional horsepower mo- 

tors, flashers and other specialties, 


| has changed the location of its New , 


York office from 1123 Broadway to 
120 West 32nd street, The office re- 
| mains in charge of C. W. Ellis. 


D. G. Irons, formerly with the 
McGraw-Hill Co., and later with the 
Electrical Review Publishing Co., has 





D. G. 


Irions 


been appointed manager of the Den- 
otice of the Standard Electric 
Sales Co., manufacturers’ representa- 


ver 


tive, 105 West Monroe street, Chi- 
cago, and will handle sales in the 


Denver territory. He has also been 
appointed representative in the same 


for the Cote Mfg. 


Cerp., manufacturer of “Simplicity” 


territory Bros. 


refillable fuse plugs. 


Joun R. Harris, 102 Earl avenue, 
Crafton Station, Pittsburgh, Pa., has 


scribing the new refillable fuse of that | 


| placed on the market a switch box 


| 


which holds without the use of screws. 
The box is equipped with gripping fin- 


| gers that grip the lath or other sur- 


faces. The manufacturer says the box 
is especially 


board work. 


adaptable for plaster | 
























HOT WATER INSTANTLY with 


The HOT FLO ELECTRIC FAUCET 








Some Send for 

Territory our trial 

_— offer for 
stribu- 

tors Demon- 

and stration 

Price Liberal 


$25.00 Cor“ Home & Office Discounts 


HOT FLO ELECTRIC CoO. 
537-7th Avenue NEW YORK CITY 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 














POLES 


NATIONAL POLE CO. 
Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 














NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show YoxusFow 
To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING 
VALUABLE 
FORMAT IO 


BELL LUMBER CO. 4- 
~" MINNEAPOLIS, MINN.-** 
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The Magee ElectriCoal has practical merit—and 
every one you sell, sells another. 


Every- 


thing in your favor 


—_ 
=== 
ss 
4 


we 
r 





Coal For 





Electricity 
For Summer 


Winter 


The Range for Double Service—Electricity and Coal 


A masterpiece combining the mechanical and the artistic 


FOtALEING the popular demand for electrical 
cooking we have combined in compact form a 
complete electric and coal range, practically the 
only one of its kind in the United States. 


— Magee ElectriCoal, 46” in length and 58” 
in height to center of the electric oven, is 
dual in its makeup, one-half being devoted to elec- 
tricity and the other to coal, which offers the con- 
venience of using both fuels at one time, or inde- 
pendently, as the case may require. 


HE electrical equipment (“Edison”) includes 

an electric oven, a broiler and three cover units, 
with an attachment for connecting washing or iron- 
ing machine, flatiron or other similar devices. 





(Dept. P.) 


Send for booklet and information. 


MAGEE FURNACE COMPANY 


Boston, Massachusetts 


HE electric oven, insulated on all sites, is a per- 

fect Fireless Cooker, baking being accomplished 
after the electricity is turned off, resulting in 
maximum economy. 


He coal range is complete in every detail, from 
the very reliable baking oven to the efficient 
brass coil for heating water. 


1 tee Magee ElectriCoal is made in beautiful gray 
; Por-cel-a (fused enamel—washable) or in 
original black, both nickel-trimmed, with polished 
top surface and white enamel splasher. 


THESE ranges are so carefully packed and crated, 
with instructions so complete, that they can be 
shipped and installed anywhere. 
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The greatest value in an electric oscillator ever put on the market in a regular way. Full-size, six-sheet capacity. Heavy tin-lined copper tub, with snug- 
fitting copper lid. Heavy, rigid, angle-iron frame. Quiet, springless mechani sm. Galvanized iron cabinet accessibly encloses all moving parts. Time-tested 


construction. Best quality throughout—thoroughly worthy of the A B C name. 


No oscillator at any price offers any advantages over this A B C at $99. 


Sales of Higher Priced Washers 


PEATURING unusual values at low prices is 
the recipe for getting the public in the mood 
to buy washers these days. 


A Michigan dealer recently ordered a car of 
A B C’s, half of them Oscillators, half of them 
Super Electrics. 


In his advertising he featured only the Oscil- 
lator at $99. Result: three times as many buyers 
in his store as theretofore 


3ut—— 


He sold out his Super Electrics (that he didn’t 
advertise) before he sold all his Oscillators! 


The Oscillator at $99 attracted the prospects: 
yet they bought more Super Electrics at $135 
and $150 than they did Oscillators at $99! 


Many other dealers report similar results. 


They are selling Oscillators, all right. For at 
$99, the Oscillator is an unparalleled value in 
its class. But they are also selling more Super 
Electrics. In other words, the Oscillator—in- 
stead of being sold at the expense of the higher 
priced A B C’s—is capturing extra sales and 
at the same time is bolstering up business on 
the Super Electrics. 


Dealers therefore find it pays to push A B C 
Oscillators as “leaders” to bring people into 


their stores, to put these Oscillators in stock 
no matter how well supplied they may be with 
other models. 


Of course the Oscillators sell, too In tact, 
they are proving the most saleable proposition 
that the industry has seen in many a moon. 
But they also help to dispose of higher-priced 
models by getting the public into the right frame 
of mind to buy. 


These A B C Oscillators are a value positively 
not yet duplicated by any other make of the 
oscillating type. Furthermore, you can count 
on one hand all the makers with the facilities 
and the distribution to produce and market such 
a value. 


For it is a “volume and velocity” proposition 
These Oscillators can’t be profitably marketed 
at $99 except in large numbers. And to swing 
into such production, without encountering 
months of red ink hgures, requires velocity 
which, in turn, calls for a big organization of live 
distributors, such as the A B C is proud to own 
that it has. 


A low priced “leader” was needed to spur the 
sales of all washers, and the A B C organiza- 
tion produced it! That is why A B C sales for 
1922 are far in excess of 1921 


All A B C Products are fully safeguarded by U. S. patents 


ALTORFER BROS. COMPANY 


PEORIA, 


NEW YORK 


ILLINOIS 
SAN FRANCISCO 


BRANTFORD, ONT. 























VERY household that enjoys the unfailingly reliable service 

of an R & M Fan, is a better customer for the dealer who 

sold the fan. Whether the future wants of the customer may be 

additional fans or other electrical appliances, he will be favorably 

influenced toward the product of the same dealer, because of the 
service rendered by his fan. 


Wherever you find a dealer who specializes in R & M Fans, you 
usually find a merchant who is building on a policy which insures 
maximum service to the customer and a fair margin of profit to 
himself. Such dealers find R & M quality and R & M sales 
policies, both to their liking. 


And it is because R & M Fans appeal to this class of trade that 
the jobber who is “trading up’, favors the R & M line. 


THE ROBBINS & MYERS COMPANY 


SPRINGFJELD, OHIO — BRANTFORD, ONTARIO 


Robbins & Mvers Fans 






































